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View in Interior of Universal Electrical Co.’s Store, Columbus, O., Showing the Modern Method of Displaying Only 
One or Two Appliances in the Demonstrating Room. 


Marketing Washers and Vacuum 
Cleaners in the Home 


Problem of Merchandising Electrical Household Labor-Sav- 
ing Appliances Easier Today Because of Judicious Advertis- 
ing, but Skillful Salesmanship Is Still Necessary to Success 


By E.. L. BENNETT 
Sales Manager, The Air-Way Co. 


At a recent electrical convention an officer of 
a large corporation made the statement that 
he wanted to impress upon the minds of all 
those engaged in the sale of appliances that 
the greatest possibilities for the next few years 
are in the sale of electric cleaners and wash- 
ing machines. He substantiated his statement 
by saying that housewives are becoming thor- 
oughly educated to the utility of these devices, 
which provide the most efficient methods of ac- 
complishing the work formerly done in a crude 
and laborious way. 

A numer of years ago I encountered an old- 
time house-to-house salesman trying to inter- 
est women in the purchase of an electric vacuum 


cleaner. In those days selling a vacuum cleaner 
or a washing machine to the housewife was per- 
haps comparable today with trying to interest 
a business man in the purchase of a commercial 
aeroplane for his everyday use. He, the busi- 
ness man, could comprehend that no doubt the 
near future would provide a much faster mode 
of travel—the aeroplane—but to him it was only 
a vague idea. Yet he believed it was the com- 
ing thing. 

So did the housewife believe that to save 
labor in her home some day she had to have 
an electric vacuum cleaner, an electric washing 
machine, an ironing machine, etc. Seemingly 
the price was prohibitive. In fact, like most 
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all purchases of that kind, she figured first 
cost, not baving been educated to the theory 
that such a appliance to cost, say $75 or $100, 
should be spread over «a term of years. 


MODERN Houser Wire READY er DEVELOPMENTS 
N APPLIANCES. 


Today, saudi to many excellent machines, in- 
telligent engineers and unselfish capital, we meet 
a different condition: The housekeeper does not 
need to dress. like: a-nurse tending a- contagious 
disease case“ in. order to do the cleaning with 
old-fashioned broom and dust-pan or brush and 
beat and pound a rug in the back yard. Instead, 
we: have many e«reditable. electric suction clean- 
ers for such purposes. In the past three years 
the home manager. has had the privilege to re- 
viewing a number of striking developments to- 
ward the solution of the house-cleaning prob- 
lem. 

Today the good housewife does not think with 
dread of cleaning. Instead, her cleaner is easily 
connected to the electricity supply and is ac- 
cessible. In a moment she simply runs her ma- 
chine over the rugs, carpets and upholstered 
furniture, thereby saving not only time but wear 
and tear on material as well as wear and tear 
on the body and mind. 

The dealers of today who sell labor-saving ap- 
pliances fortunately have connected with the 
way of twentieth century merchandising plans, 
some of which are being developed by the manu- 
facturers. However, many of our most in- 
genious sales plans have been defined by the 
men on the firing line—the salesman or house- 
to-house canvasser.. Thanks to publicity, we 
may take almost any magazine and find strik- 
ing advertisements forcibly telling the house- 
wife of the many ways to save labor in her home. 


COMBINING VACUUM - CLEANER SALES WITH 
PHONOGRAPHS. 


It was my privilege not long ago to call on a 
distributor in the Middle West and witness a 
most interesting demonstration and sale of a 
vacuum cleaner in connection with the sale of a-¢ 
phonograph. 

The salesman argued that the phonograph 
was as necessary in the home as the cleaner; it 
performed a function necessary to the enjoy- 
ment of the family. Yet he most forcibly pic- 








Small Appliances and Cleaners Displayed Near Desk 
Where Lighting Bills Are Paid. 
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tured to the housewife the labor and money 
she would save by having her home thoroughly 
sanitary and _ satisfactorily cleaned by _ the 
cleaner. The saving, as compared to sending 
her rugs out and having them cleaned by a 
process, would not only pay for the vacuum 
cleaner in time but would afford additional money 
to pay for the phonograph. As the result of 
the salesman’s forcible arguments the lady of 
the house purchased not only the phonograph 
but the cleaner. 

In drawing this bit of psychology in salesman- 
ship to the attention of ELectrricAL REvIEw 
readers it will afford some thought on the part 
of men who have purchased some new piece of 
furniture or some other appliance for their home. 
Women today are managing their homes as 
husbands manage their business—along scien- 
tific, mechanical lines—and we are not sure but 
that the housewife is doing a better job man- 
aging her home than some business men in their 
attempts at managing a’ business. 


DEALER DEMONSTRATES ELECTRICAL APPLIANCES 
TO SEWING CIRCLE. 


We have in mind now a plan which was put in 
effect by a dealer to have his electric shop asso- 
ciated in the minds of his community as a house 
of service. Nothing was seemingly too laborious 
for him or his organization to do with regard to 
information and service to anyone. This dealer 
could well be nicknamed a “Go-Getter.” He 
launched the idea by putting in six electric sewing 
machines, nicely arranged on sewing tables, and 
then sent special invitations to the ladies’ aid 
society of one of his local churches, stating that 
they were at liberty to visit his store on a cer- 
tain date and to bring their sewing, which all 
churches do more or less for missions. He fur- 
ther stated that at noon-time he was going to 
extend to them a buffet, lunch. He took par- 
ticular pains to arrange his store attractively 
with the articles displayed in such a manner that 
each of the ladies present might actually make 
their own demonstrations to ascertain the opera- 
tion of the various articles. 

For instance, in the center of the room was a 
rug, 10 by 12 ft., and at either end were two 
types of vacuum cleaners. The coffee that was 
served at luncheon was made in an electric per- 
colator, the ices served were made in an elec- 
tric refrigerator outfit, and a very tempting dish 
was prepared in an electric chafing dish. A 


report from this dealer states that the advertising 


derived and the actual sales were gratifying. 
Each of the ladies will always remember Mr. 
Dealer as an unselfish one. 

In selling, human nature treats with human 
nature, and we are confronted with an element 
of two classes: those that are to be pleased and 
those already pleased. Both are necessary, and 
the dealer who is unable to ascertain the true 
meaning of satisfaction is to be pitied. 

It isn’t necessary at this time in the twentieth 
century to use the old method of canvassing, 
which was, after approaching the housewife on 
the front porch, to hold her attention, even if it 
were necesasry to push the foot in the front door 
so it could not be closed. Instead, thanks to sug- 
gestions, the dealer today operates his campaigns 
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for reaching the housewife in such an intelli- 
gent and enlightening manner that she cannot 
help but be greatly interested. 

There are many elements needed by a success- 
ful canvasser and the first requisites are cleanli- 
ness, ‘appearance and ability to state quite for- 
cibly a straightforward story; to be absolutely 
sold himself on his proposition and to know the 
personnel of his company in every instance. He 
should know just how far he may go with re- 
gard to promising service and to never promise 
anything to the housewife that he cannot give. 
There are some dealers today who, in order to 
make sales, will promise anything and give 
nothing. 


CARE OF WINDOW DISPLAYS AND NEWSPAPER 
ADVERTISING. 


Much thought should be given by the electrical 
contractor-dealer in these days to his window 
dressing.- We are all prone to “Stop, Look and 
Listen,” especially in the windows of any store 
that is attractively arranged, no matter what they 
contain. A first-class window is the best ad- 
vertisement and seller that can be had and it 
is necessary that it be kept clean and the win- 
dows washed regularly. The psychological effect 
of a clean window upon a passer-by may be com- 
pared to that produced by a man with a clean 
collar and a smooth-shaven face—it creates sales 
impressions and confidence. Many, many times 
are unfavorable remarks made about store win- 
dows that are dirty. 

If the electrical dealer would engage a pro- 
fessional window trimmer in his city he could 
lay before him tentative plans for window trim- 
ming during a given period of time, say, for in- 
stance, 12 months. Very often this window trim- 
mer would be able to suggest attractive back- 
ground designs that are inexpensive. By having at 
least four different backgrounds they could be 
used alternately during the year. They would 
give variety to the window displays, and. at no 
great amount of expense. 

It is further highly desirable for the dealer 
to work out a schedule of newspaper advertis- 
ing and window trims to appear co-ordinately. 
By this plan many dealers are successful in mar- 
keting products that the average customer does 
not know are for sale. 


ADVICE AND TRAINING NECESSARY FOR AP- 
PLIANCE SALESMEN. 


Many salesmen think only in terms of how 
much commission they are going to receive, and 
they will not put their thoughts toward con- 
structive selling. In other words, a quick analysis 
of prospective purchasers and the determination 
to sell are necessary. Salesmen of these times 
are born and not satisfactorily taught. It is prac- 
tically impossible to take any man of the aver- 
age type, unless he is interested more or less in 
selling, and materialize him into what is termed 
a “salesman.” As a matter of fact, the defini- 
tion of a real salesman is simple, but, to have 
the true meaning, the word “man” should come 
before sales, because, after all, it takes a man 
in more ways than one to be a true salesman. 
If he be a man first, he can acquire sales ability 
afterward. A good many of wus, we assume, 
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could, hitch the word. ‘sales’ to our: man, and 
have.a true condition because we aré€ quite likely 
to sail over matters that are seemingly trivial. 
Many manufacturers maintain ‘“Dealer’s Pro- 
motion Departments,” the aim of which is to 
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Window Display of Universal Electrical Co., Columbus, O. 


thoroughly train each salesman, not only on the 
product but on household labor-saving devices 
in general. This is not only commendable but 
constructive to those presenting sales to the 
housewife. By this means the ultimate user is 
going to get first-hand information without any 
frills or flounces in the way of flowery conver- 
sations regarding electric labor-saving appliances 
for the home. The housewife always wants facts 
about the new “machinery” she is going to work 
with, and the modern salesmen are able to dis- 
pense these facts in the most convincing manner. 





LARGEST CIRCUIT-BREAKERS TO BE 
INSTALLED AT HELLGATE. 


The heaviest circuit-breakers ever designed 
for 13,200-volt service will be installed by the 
United Electric Light & Power Co., New York 
City, in its Hellgate station. There will be 120 
of these solenoid-operated type “O4” Westing- 
house circuit-breakers having an interrupting 
ability of 58,000 amperes at the arc (1,500,000 
kv-a.). The disconnecting switches are gang 
operated and their operating mechanisms are in- 
terlocked with the oil-breaker mechanism so that 
the disconnects can not be moved unless the 
breaker is not in operating position, thus assur- 
ing safety to operators. 

These oil breakers are unique in that the phase 
elements will be in separate rooms approximately 
30 ft. apart, with the operating mechanism on the 
floor above, thereby preventing the possibility of 
a bus-bar short-circuit and minimizing the ef- 
fects of a ground. 
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Dishwashing Machines and Their 
Sales Possibilities | 


Creating a Market Through Educational Publicity Similar to that 
Employed in Popularizing Clothes Washers, Flatirons and Other 
Household Appliances Now Enjoying Large Popular Demand 


By CHARLES H. BAY 


Detroit Edison Co., Detroit. 


Klectrical dealers of today are following the 
path of least resistance. They are selling those 
products that have been standardized and popu- 
larized through liberal advertising and educa- 
tional sales propaganda. While central stations 
and manufacturers have been doing a great deal 
toward promoting the idea of “lightening the 
labor of the home” through the use of electricity, 
nevertheless much remains to be done to relieve 
the housewife of drudgery. 

Just where do we stand today? Let us sum up 
the different. tasks of the home. Probably the 
most irksome ones are washing clothes and dishes, 
ironing, sweeping, cooking, and- sewing. The 
shortage of domestic help and the high cost of 
such labor, coupled with the many new demands 
on the time of the housewife, have made it pos- 
sible for dealers selling electrical labor-saving 
devices to do a good business. However, we must 
realize that this condition cannot last indefinitely. 

We can hardly expect to go on increasing our 
individual businesses at the same rate of increase 
which has been shown during the past few years. 
We must in the future look to new fields. There 
are certain devices which in the past have not re- 
ceived much attention because of the fact that 
every dealer has been busy retailing the appliances 
which are the easiest to sell and for which a big 
demand already existed. 

For example, in selling an electric washing ma- 
chine it is not necessary to sell the customer the 
idea of washing clothes the electric way, but it 
is largely a matter of convincing her of the 
merits of the particular machine under consid- 

_eration. The same is true of the vacuum cleaner, 
flatiron, and the many other well-known devices 
which central-station companies and dealers are 
selling in large quantities. 


SALES POSSIBILITIES OF ELECTRIC DISHWASHERS 
AND OTHER DEVICES OVERLOOKED. 


Electrical dealers have been so busy selling 
these machines that there has been a tendency 
to overlook the sales possibilities of such articles 
as the electric dishwashing machines, refrigera- 
tors, clothes dryers, water heaters, etc. In the 
next few years it is hardly to be expected that 
very many of these devices will be sold in the 
homes unless we all take an active interest in their 
development. 

Ask any electrical dealer today what he thinks 
of the dishwashing machine or the refrigerating 
machine or other devices of that nature, and he 
will say, “There is a wonderful future for these 


appliances.” But ask him what he is doing to 
help promote the development and he will tell 
you that he is too busy selling nationally adver- 
tised products to bother with pioneering lines. 

Advertising costs money and in order to intro- 
duce a new article extensive educational publicity 
is necessary. Unquestionably, it is a very ex- 
pensive and difficult task to introduce an appliance 
for which there is no existing demand, regardless 
of the merit of that appliance. 


EDUCATIONAL PusLiciry NECESSARY TO INTRO- 
DUCE NEw APPLIANCES. 


For years we struggled to introduce and sell 
those devices which are now being sold so easily. 
Many dealers of Detroit who are now selling 
from 100 to 200 washing machines a month can 
recall the days when the sale of one washing ma- 
chine was the startling event of the week! Cen- 
tral-station companies can look back to the time 
when it was necessary to sell flatirons at cost in 
order to introduce them. In some cases it was 
difficult to give a flatiron to the customer. These 
are exactly the conditions which we now face in 
developing the newer devices mentioned. 

We knew that the electric flatiron and washing 
machine had merit, and we knew that in order 
to place them on our lines it was only necessary 
to advertise these merits and to introduce them in 
the homes where we were sure they would work 
out their own salvation. Before a central-sta- 
tion company or an electrical dealer begins to pro- 
mote the sale of any new device he should be ab- 
solutely sure that the device has merit. Unless 
it is the kind of an appliance that will give satis- 
faction and one which the users will recommend 
to their friends it would be business suicide to at- 
tempt to promote its development. In order to 
succeed and to make profits we must do con- 
structive selling, and in order to do constructive 
selling we must sell appliances that give thorough 
satisfaction to the user. It seems to me that the 
dishwashing machine presents unlimited market- 
ing possibilities for the future. 

Of all household duties one of the most dis- 
tasteful is that of washing dishes. It is the task 
that drives father to the restaurant when mother 
is away. It takes the joy from the entertainment 
of friends at the dinner party. Dishwashing is 
the meanest job of all housework, and it must be 
done three times a day, 365 days a year. Isn’t 
it discouraging? Everyone who has dene this 


work has felt that way. At least, when you have . 
to walk right up to that detestable dishpan and 
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stay right on the job until the mussy work is 
done. We all agree that if we could furnish to 
each of our thousands of customers at a reason- 
able price a machine that would wash their dishes 
and dry them without any great fuss or bother it 
would be a wonderful seller. Every household 
would be a prospect because every household 
must wash its own dishes. The small family will 
raise the objection that they don’t use enough 
dishes at each meal to warrant the purchase of a 
dishwasher, but what is to prevent them from 
saving their breakfast and luncheon dishes and 
washing them with their dinner dishes? They 
save up their clothes for a week, why not their 
dishes for a day? They can send out their laun- 
dry, they can send out their ironing, but the 
dishes must be done at home. The job has to be 
done right in their own kitchen. 

Occasionally we find a woman who doesn’t 
mind washing, and often we find the woman who 
likes to iron, especially the electric way, but sel- 
dom do you find the woman who really cares to 
wash dishes because it means keeping her hands 
in hot water for a half hour, three times a day. 
Surely this is the meanest job in all housework. 


ELIMINATION OF POORLY CONSTRUCTED DEVICES 
NECESSARY. 


Many efforts have been made to perfect a really 
practical dishwasher, one that is simple to install, 
operate and care for, and that is thorough, sani- 
tary and quick in its work. Our company has 
been making investigations and we find that there 
are certain types of dishwashing machines on the 
market today that really do the work. We also 
find that some of them are clumsy, undesirable 
appliances which are a positive menace to the 
dishwashing machine business; but this is to be 
expected. 

All of us can remember some of the earlier 
type of washing machines with their undesirable 
features. We also remember the flatirons that 
would hardly last during one ironing. These 
have all been eliminated and improved devices 
have taken their places. It can hardly be said 
that this was a natural development. It was due 
to the pressure brought to bear by the suggestions 
and advice of central-station men and electrical 
dealers. The same will be true in the develop- 
ment of the dishwasher. 

To be really successful, such a machine must 
be capable of not only thoroughly washing all the 
dishes and silverware, but it must also provide 
for drying them. To do all this with a minimum 
of labor the dishwasher must be permanently con- 
nected to the hot water supply and drain; other- 
wise it is necessary to carry water in a pail to 
and from the machine several times for a single 
batch of dishes, : 

At the present time there are two or three 
really successful types of dishwashing machines 
on the market. These machines have been tested 
and approved by the Good Housekeeping Insti- 
tute, and are being recommended in the editorials 
of leading magazines. Their manufacturers are 
being flooded with orders. I have in mind one 
particular company. which received lucrative of- 
fers from two or three of our largest electrical 
manufacturers for the controlling interest of 
their stock. Naturally, after years of experi- 
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mentation and development they are loath to part 
with the product of their life’s work. On the 
other hand, because of their limited resources, 
they are unable to expand extensively and ‘the 
growth of their business is entirely. due to the 
merit of this product. 

This is a natural healthy growth and we can 
imagine how successful they will be when their 
volume of business becomes sufficient and their 
profits large enough to permit them and their 
dealers to do the amount of advertising which 
has been done in the washing machine business. 

This is truly a wonderful virgin field. ' The 
day is soon coming when a dishwashing machine 
will be as indispensable in the home as an electric 
flatiron. We did the things possible to introduce 
the toaster, percolator and the other popular ap- 
pliances. We exploited the development of the 
washing machine and the vacuum cleaner. We 
carried stock, displayed samples and advertised 
when the business did not warrant it, and today 
we are reaping the harvest. Thousands and thou- 
sands of small motors and miscellaneous heating 
appliances have been added to our day load which 
have filled in the valley and helped make our 
business. profitable. The same reward will and 
shall be ours if we do our share to awake the 
sleeping giant of the dishwashing business. 

Every central-station office should display at 
least one dishwashing machine on its floor. In 
this way the prospective customer is given an op- 
portunity to see what has been done in the field. 
Our sales people should be ‘instructed as to the 
merits and talking points of this machine. They 
should be sold on liberal terms and should be put 
in the homes on trial; in fact, everything should 
be done to put the first few machines in service. 
If we are careful in our selection of the ma- 
chines which we promote, if we prove to our- 
selves and our sales people that the dishwashing 
machine really has merit, if we give to this ap- 
pliance the attention that it deserves, we shall be 
repaid for our efforts just as we have been re- 
paid for the time, attention and money expended 
in developing the flatiron.and the electric wash- 
ing machine. 


_ Some Oruer Devices THAT SHOULD Be Popu- 


LARIZED. 


Then there are the other devices which I have 
mentioned : the electric refrigerating machine, the 
electric water heater and the electric clothes 
dryer. While there is no doubt in my mind that 
the dishwashing machine is going to be the best 
seller in the future, it is highly desirable that at 
least the large central stations should help de- 
velop and introduce all of these new appliances. 
We know that this development is bound to come 
and it can be hastened by a concerted and con- 
structive effort. 

The electric refrigerating machines which are 
being manufactuted today are quite expensive to 
install and require considerable attention. When 
the ordinaty customer is told that it will cost 
from $425 to. $600 to install a refrigerating ma- 
chine in their ice box it makes them dizzy for the 
moment and they usually say, “I will have to give 
this considerable thought before making up my 
mind.” Of course, it isn’t any more unreason- 
able for them to pay this price for a machine 
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which will be a source of everlasting comfort than 
it is to pay $500 or $600 for a piano or $2000 
for an automobile. No doubt, if the refrigerating 
machine gains the popularity which it deserves, 
the merits rather than the price will be the pri- 
mary consideration. 

The electric water heater is sure to be very 
popular in the home. We have something like 
2000 electric ranges on our lines at the present 
time, and only about 0.1% of these customers 
have installed water heaters. We know that the 
most expensive operation that can be performed 
electrically is heating water, and we also know 
that there are only so many heat units in each 
kilowatt-hour of electricity and, as this remains 
constant, there can be no electrical device in- 
vented which will heat water at a cheaper rate 
than it is being done at the present time. How- 
ever, it is only reasonable to expect that the sub- 
urbanite of the large city or the customers living 
in the small town who are unable to get gas 
service will have their comforts. irrespective of 
cost. We find that where the tank is properly 
lagged the installation is successful and where 
the tank is not lagged the customer usually goes 
broke paying the electric bills. Central-station 
companies in promoting this branch of the busi- 
ness should instruct their sales people to sell 
water heaters with the understanding that the 
tank must be lagged properly before service will 
be given. 

The electric clothes dryer is the missing link 
between the washing machine and the ironing 
machine. It is no small task to dry the clothes 
after they have been washed, and during certain 
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seasons of the year it is necessary for the house- 
wife to use the attic or the grimy basement for 
this purpose. With the development of a ma- 
chine that will dry the clothes so that they can 
be immediately ironed we shall have an appliance 
that will sell as rapidly as the clothes washing 
machine of today. One manufacturer has re- 
cently put on the market an electric centrifugal 
device at a reasonable price and with which the 
clothes can be dried very quickly by merely the 
turn of a switch. Thousands of customers in 
the large cities using washing machines will be 
our future customers for such drying machines. 
Within a few years there will be as many of these 
machines sold as there are ironing machines be- 
ing sold at the present time. 

As central-station people and electrical dealers, 
we owe our united support to the development of 
all these new devices and our efforts in the im- 
mediate future to the popularizing of the dish- 
washing machine. 





AMERICAN FIRM OPENS BRANCH OF- 
FICE AT SINGAPORE. 


Arrangements have been practically completed 
by the International Western Electric Co., ac- 
cording to an announcement by Vice-President 
G. E. Pingree, for the opening of a branch office 
at Singapore in the Malay Peninsula. The new 
office will handle the trade of the Straits Settle- 
ment, the Federated Malay States, Borneo, Siam, 
Ceylon, Burma and the Dutch East Indies. An 
American Chamber of Commerce was recently 
opened in Singapore. 









































ay 
Merry Xmas 
Electrically 


“Say 
Merry Christmas 
Electrically”’ 


Preparatory to launching its 1920 
holiday campaign for the sale of elec- 
trical goods, the Society for Electrical 
Development is supplying the electrical 
industry, including contractor-dealer 

‘members, jobbers, manufacturers, cen- 
tral-station companies and all others 
who retail electrical appliances and 
supplies, a handsomely designed poster 
and a cutout stand for window dis- 
plays, The window piece, in five sec- 
tions, is lithographed in five colors and 
accompanied by fully illustrated in- 
structions for adapting it to any size 
or shape of window. This cutout 
stand will be the centerpiece in the 
Christmas window displays of elec- 
trical stores. The posters and other 
. advertising matter furnished by the 
, society will carry the same design. 
Every cutout and poster, as well as 
other advertising, will carry the slo- 
gan, “Say Merry Christmas Electric- 
ally.” It is planned to enlist every in- 
terest in the electrical industry in this 
campaign. 
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Sales Developments in Electrical 
Appliance Field 


Shortage of Household Servants, Rather than Scientific Mer-: 
chandising, Is Held to Be Responsible for Growth of Electric 
Appliance Industry in United States During Past Five Years 


Men who are interested in the electrical indus- 
try consider its development during the past 25 
years as being phenomenal. When one stops to 
consider, however, he is impressed by the fact 
that this development has been largely one of in- 
vention and technical perfection rather than that 
of popularization and distribution. During the 
past few years it has come to be realized that the 
applications for the use of electricity have not 
kept pace with the technique of the industry, and 
it is safe to assume that during the next decade 
the development of the industry will be in the 
nature of invention and sales promotion for the 
benefit of the consumer. 

Electrical appliances have been developed and 
perfected, but their use in industry and in the 
home is far from universal. In seeking for an 
explanation for the present limited use of house- 
hold electrical devices, one concludes that. the 
reason is attributable to the fact that merchandis- 
ing methods for them have not advanced with 
those of merchandising in general industries. It 
is no exaggeration to say that, had the principles 
of scientific merchandising and distribution been 
studied as thoroughly as the laws of physics and 
mechanics, the use of household and electric de- 
vices would be much more universal than it is at 
present. The present popularity of the house- 
hold electrical appliances can be attributed rather 
to shortage in household help than to any method 
of scientific merchandising. The high price and 
shortage of fuels also has been responsible for a 
large increase in the sale of devices, particularly 
electric ranges. 


EArLy EFFORTS TO POPULARIZE ELECTRICAL AP- 
PLIANCES. 


The efforts of the central-station companies 
previous to 1915 toward popularizing household 
electric devices were sporadic and consisted of lo- 
cal campaigns for the sale of flatirons principally. 
It should be observed, however, that these cam- 
paigns were conducted for the purpose of creat- 
ing a market for electricity and not particularly 
for the profit resulting from sales of devices. 
The central-station companies were interested in 
selling electricity, and the sale of a household 
electric appliance was simply a means to an 
end for increasing the energy demand. It is gen- 
erally. known, moreover, that the central-station 
companies in the majority of cases made no profit 
from the sale of these devices and often dis- 
tributed them at a loss, if viewed from a stand- 
point of merchandise profit or loss. These ef- 
forts have resulted in making household ‘elec- 
trical devices popular, so that with the recent 
shortage of domestic help households are adopt- 


ing these appliances of their own volition because 
of the previous campaigns of education conduct- 
ed by the central-station companies. 

The fact that the use of household devices is a 
matter of demand on the part of customers rather 
than of the persuasion on the part of manufac- 
turers has resulted in the sales attaining tre- 
mendous proportions. What they would amount 
to were a scientific system of merchandising and 
distribution placed in effect is beyond compre- 
hension. The number of electrically operated 
household appliances now in operation shows 
more clearly than anything else their popularity 
once house owners become acquainted with them 
or accustomed to using them. 


RECENT RApmp DEVELOPMENTS OF APPLIANCE 
BUSINESS. 


As indicating the rate of development of the 
household appliance business as a whole it is in- 
teresting to consider the approximate figures for 
the past few years on heating devices, vacuum 
cleaners and washing machines. According to 
the statistics, heating device sales have been ap- 
proximately as follows: 

1909—$ 1,500,000. 

1914— 3,500,000. 

1917— 7,000,000. 

1918— 10,000,000. 

1919— 18,000,000. 

1920—Running at a rate of from $25,000,000 to 

$30,000,000, the rate for the year having 
been checked decidedly up to the present 
time by lack of production facilities. 

In the heating device field, the largest single 
item has been, and still is, the flatiron, the esti- 
mated output for this year being 2,500,000 total, 
with a list price value of $17,500,000, equal to 
the whole business of the General Electric Co. © 
the year 1897. ; 

The record for vacuum cleaners is approxi- 
mately as follows: 

1914—$ 1,300,000. 

1918— 11,000,000. 


1919— 20,000,000. 
1920—Estimated at from $30,000,000 to $40,000,000. 


For washing machines the totals are: 
1909—Approximately $ 225,000. 


1914— 1,000,000. 
1918— fe 25,000,000. 
1919— ws 50,000,000. 


1920—Estimated at from $75,000,000 to $100,000,- 
000, representing sale of 700,000 machines. 


These figures for household appliances gen- 
erally are already assuming decidedly important 
dimensions. Still it appears to those who are 
most closely following and studying this branch 
of the electrical industry that only the founda- 


































tions have been laid for what is ultimately pos- 

sible. 

MARKED INCREASE APPARENT IN DEMAND FOR 
ELEectric RANGES. 


In considering the development of the heating- 
device business it appears that while the smaller 
devices, particularly the flatiron, have been the 
dominant factor in total volume, a marked: in- 
crease in the electric range business is apparent. 

. During the past winter the General Electric Co. 
made an estimate of the development of the elec- 
tric range business. In making this estimate in- 
formation was obtained from the principal manu- 
facturers of electric ranges, from the National 
Electric Light Association, the Society of Elec- 
trical Development and from other reliable 
sources including central-station operators. The 
total estimate of range sales by all manufactur- 
ers, which follow, are about one-half the average 
estimated by the sources that were canvassed: 


1919— 25,000 to 30,000. 
1920— 50,000. 
1921— 75,000. 
1922—100,000. 
1923—130,000 to 150,000. 
1924—175,000 to 200,000. 


The latter figure, which does not take into con- 
sideration any export demand, would represent 


an annual sales volume for electric ranges alone 
amounting to more than $25,000,000. 


Demand for electric ranges has been stimulated 


by the fact that a great many central-station com- 
panies have made special cooking rates.. There 
are some 3500 communities in this country in 
which low rates for energy have been established 
for electric ranges and other utilities, such as 
flatirons, percolators, etc. Not only has the elec- 
tric range made steady gains in competition with 
gas in the electric central-station communities 
where special cooking rates are established, but 
there is a large field for the electric range in 
communities electrically served but without gas 
service. The experience of the last few years on 
account of coal shortages has given a marked im- 
petus to the demand for electric ranges and the 
increasing difficulty of the servant problem seems 
to be a factor more favorable to the electric range 
than to the gas range. 


MERCHANDISING PRESENTS PRESENT GREATEST 
PROBLEM. 


It is also interesting to note that the figure of 
1919 estimated above was approximately cor- 
rect, naturally so because the estimate was made 
near the end of the year. The 1920 figure ap- 
parently is small and, in spite of the difficulty in 
obtaining materials, interference in transporta- 
tion, plus the present fear that consumer demand 
will be checked in many lines, the electric range 
sales for this year will probably reach a total 
of not less than 65,000. The preceding figure 
has been checked by information received from 
various sources and is approximately correct. 
It is, if anything, too small. Estimates made by 
competent business men within and without the 
industry indicate that the demand for house- 
hold appliances will continue even though there 
is general retrenchment in other directions. 

Manufacturers now are interested more in dis- 
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tribution problems than in problems of develop- 
ment. Household electric appliances have been 
perfected to such an extent that they are no 
longer considered to be luxuries, but on the other 
hand are known to be economic necessities. The 
big problem that exists at present is that of plac- 
ing the devices in the homes. This means in- 
creased facilities for manufacturing and distrib- 
uting and devising some scheme for making quick 
repairs to the device in use. No. machine or piece 
of apparatus of any kind whatever will operate 
continuously without needing repairs of some 
kind. This need is not because of-any defect 


in apparatus, but is the natural consequence of 


wear and time. Coupled with this, the misuse 
and abuse that all household equipment gets from 
being used by unskilled operators will be certain 
to make repairs necessary to equipment that is 
structurally perfect. 

This phase of keeping the appliances in op- 
erating conditions after they are sold is receiv- 
ing serious consideration at the present time. 
Some form of service station may be developed 
to be operated in conjunction with the manufac- 
turer and the retailer and at a reasonable cost for 
repairs to all current consuming devices to the 
consumer. This will mean active co-operation 
between the three interested parties in a sale of 
merchandise, namely, the central-station, the 
manufacturer and the retailer. 

It is evident that when the plans of distribu- 
tion are approved, the use of household electric 
devices will surpass present estimates. The de- 
mand at present is equal to the capacity of the 
manufacturing establishments. When the prin- 
ciples of scientific merchandising are improved, 
one cannot even estimate what the volume of the 
business will be. 





SPAIN TO HAVE ELECTRICAL INDUS- 
TRIES EXPOSITION. 


Barcelona, Spain, is to have an exhibition of 
electrical appliances in 1924, which will be known 
as the International Exposition of Electrical In- 
dustries and the General Spanish Exposition. 
The ground alloted by the government for the 
purposes of the exposition is 270 acres in extent, 
and if necessary 220 acres will be added, de- 
pending on the amount of space ‘asked for by 
exhibitors. Up to the present time arrangements 
have been made for the erection of buildings 
covering a space of 2,200,000 sq. ft., and the 
architects have finished the plans and begun the 
erection of the chief pavilions. A feature of the 
exposition is to be the palace of light, where the 
most recent inventions from all parts of the world 
in connection with electric lighting will be 
shown. Other pavilions are to be devoted to 
exhibits of electricity propelled implements for 
agriculture and industry. 





A. I. E. E. PROCEEDINGS ISSUED IN 
BOUND FORM. 


The proceedings of the American Institute of 
Electrical Engineers for the year 1919, con- 
sisting of 1776 pages of text and 50 pages of 
index, bound in two volumes, are now being dis- 
tributed to the membership. 
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Stator Windings and Connections 
for Three-Phase Motors 


Methods Used in Determining Coil Pitch in Half-Coil and Whole- 
Coil Windings— Rules for Connecting Coils in Groups and As- 
sembling Groups in Phases—Delta and Star Types of Connection 


By JACOB GINTZ 


In a three-phase winding the same principles 
are followed as in a two-phase winding; that is, 
the winding when complete will have the same 
characteristics as if three single-phase windings 
were placed on the same stator. These windings 
are displaced by 120 electrical degrees from each 
other, this being the angle by which the applied 


electromotive forces in a three-phase circuit are - 
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Diagram of Four-Pole, Thrce-Phase, Half-Coil Induction- 
Motor Winding. 


displaced. When winding a three-phase half-coil 
stator the coils will be placed in groups and these 
groups will be displaced by 120 electrical degrees. 
An accompanying illustration shows a_three- 
phase, half-coil, four-pole winding having 24 
coils arranged one coil per slot. The spread of 
the coils is found by the following formula: 


Spread = (C X 2)/P = (24 X 2)/4= 12 
Then coil No. 1 will be placed between slots 1 


and 13. The number of coils per group is found 
by the following formula: 


— (CX 2)/(P X Ph) 
= (24 X 2)/(4 X 3) =4 
To find the number of coil sides to be advanced 
to equal 120 electrical degrees—bearing in mind 
that in this winding there is one coil side per 
slot—it is necessary to proceed as follows: The 
number of electrical degrees in a four-pole cir- 
cumference is 180 degrees per pole times 4 poles 


Coils per group 








TABLE SHOWING LOCATION OF COILS IN SLOTS 
FOR HALF-COIL WINDING. 


Coil number. In slots. 
Dros aa hahaa ud CaCO ema e mek 1 and 13 
Doi Casale «Ce. d MAMA RA a Maes 2 and }4 
Bato oc awk euanie a ROARS aa taaxs 3 and 15 
Wvisc bd cic wenatenane als Nag waciels 4 and 16 
oan oS aaleabioldiscleratnmmoitle cana 9 and 21 
Boe ta oe Sowdncaunie heen eae 10 and 22 
f POE PE OE Ee eI ee ae 11 and 23 
Tae ale one sie b uaa we eee 12 and 24 
, AE ee OTe Pea eR en reg done nay 17 and 29 
BR earcr i olaraval sider eiavauel wk erecta ster easar eer eeas 18 and 30 
TG aia. CSR ee hee ROA RECO 19 and 31 
Red Gein onvelde sca mecibe deslidls 20 and 32 
Mate &:cy's x a aidhalokenanas dies wie ic: OA a Ree 25 and 37 
5 Senn ter eae BE grr ar te ea oa 26 and 38 
a arstcerd an.c curiae ce waarmee eae aa 27 and 39 
Bild Mie btw ccd neseth vee ence eee 28 and 40 
Wai c'aiy bielarw aie <cecncn ole ace wale orw er dcarevalans 33 and 45 
) SRA peepee eer renee mare ye 34 and 46 
Were 5s 5, arcin oe oe aaa © arcraccle eae aoe 35 and 47 
Bee toes wath. 3 Fahey cae dawedone 36 and 48 
MEN Canad ee cehaws Maman ee eee as 41 and 5 
Pei a ok S Gish prisk S870 6 Wie a Meee eer na ea 42 and 6 
Ma oa a Wain CoA ee a aaa 43 and 7 
BE Ks aaa Ue euiie nae ede sears 44 and 8 





equals 720 electrical degrees. There are 24 times 
2 equals 48 coil sides ; then 24 coil sides equal 360 
electrical degrees, and 8 coil sides equal 120 elec- 




















Illustration Showing the Various Parts of an Induction Motor. (1) Shield, (2) Oil-Hole Cover. (3) Inclosing 
Washer. (4) Oil Gauge. (5) Squirrel Cage Rotor. (6) Terminal Sleeve. (7) Stator. (8) Pulley Key. (9) Pulley. (10) 


Dust Cap. (11) Adjusting Screw. (12) Foot Bolts. (13) Rails. 


Set Screw. (17) Stator Studs. (18) Stator Coils. 





(14) Journal Box. (15) Oil Rings. (16) Journal-Box 
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trical degrees which will be the distance between 
the phases and the groups as they are to be 
placed. The accompanying table will give the 
numbers of the coils and the'slots in which they 
are placed. 

When all 24 of the coils have been placed in 
groups of four coils each (the groups being 120 
electrical degrees apart), all coils belonging to 
the same group are connected in series. Assuming 
that group No. 1 is a part of phase No. 1, then 
group No. 2, which is 120 electrical degrees away, 
is a part of phase No. 2. Group No. 3, being 120 
electrical degrees from group No. 2, will be part 








TABLE SHOWING LOCATION OF COILS IN SPACES 
AND SLOTS FOR WHOLE-COIL WINDING. 


Coil number. In winding space. In slots. 
SR ne ee 1 and 12 1 and 6 
Diiekceseuwee 3 and 14 2 and 7 
Bibgeces Kobe 5 and 16 3 and 8 
Sc tess neons 7 and 18 4 and 9 
SR ee 9 and 20 5 and 10 
Fees 11 and 22 6 and il 
CR ree 13 and 24 7 and 12 
Be Sere cine hua 15 and 26 8 and 13 
Doe uetek otha 17 and 28 9 and 14 
| Pe ee 19 and 30 10 and 15 
Re. csceekenece 21 and 32 11 and 16 
| ee 23 and 34 12 and 17 
_L ERTS RR Rr 25 and 36 13 and 18 
TS eres - 27 and 38 14 and 19 
| Ee er 29 and 40 15 and 20 
| eee 31 and 42 16 and 21 
iv ccceusuacce 33 and 44 17 and 22 
Ee ee 35 and 46- 18 and 23 
| RE eee 37 and 48 - 19 and 24 
DOs cocbibean sic 39 and 2 20 and 1 
1) err Pe 41 and 4 21 and 2 
SR ae 43 and 6 22 and 3 
Scere ta sckee 45 and 8 23 and 4 
- Se 47 and 10 24 and 5 





of phase No. 3. From this it will be seen that 
groups No. 4, 5 and 6 will belong to phases No. 
I, 2 and 3, respectively ; then groups No. 1 and 4 
form phase No. 1; groups No. 2 and 5 form 
phase No. 2 and groups No. 3 and 6 form phase 
No. 3. 

By following the rule for the interconnection 
of groups belonging to the same phase it will be 
found that there are six terminals, S,, S,, S;3, 
T,, T, and T,. A three-phase machine can be 
connected in either of two ways designated as 
“star” and “delta,” the manner of interconnect- 
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Diagram Showing “Star” and “Delta” Methods of Con- 
necting Three-Phase Windings. 























7 
ing the six terminals being shown in an accom- 
panying illustration. Another illustration shows 
the winding diagram of a three-phase, whole-coil, 
four-pole winding having 24 coils with 2 coils 
per slot. In this style of winding it is not neces- 
sary to place the coils in groups which will be 
spaced 120 electrical degrees apart because, when 
all coils have been placed and paired in groups, 
such groups as are 120 electrical degrees. apart 
will be connected up 2s a phase. 
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To find the spread of a coil in the above con- 
nection the following formula is used: 

Spread = (C X 2)/P = (24 X 2)/4 
=I12+1—I13orlIl. 

The accompanying table shows the numbers of 
the coils, the numbers of the winding spaces and 
the slots into which the coils are wound. When 
all coils have been placed they are then paired into 
groups according to the following formula: - 

Coils per group = (C X 2)/(P X Ph X 2) 

= (24 X 2)/(4 X 3 X 2) =2. 

When coils No. 1 and 2, and the other suc- 

ceeding pairs of coils, have been connected in 
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Diagram of Four-Pole, Three-Phase, Whole-Coil Induc- 
tion-Motor Winding. 


series, the winding will result in 12 groups of 2 
coils each. Next, the number of coil sides which 
are equal to 120 electrical degrees is to be deter- 
mined. As previously explained, each pole is 
equal to 180 electrical degrees; then four poles 
will equal 720 and, since 48 coil sides are placed 
around this distance, 48 coil sides will be equal to 
720 electrical degrees and 8 coil sides will be 
equal to 120 electrical degrees. Then if coil 
side No. 1 is considered as the beginning (S,) of 
of phase No. 1, the eighth coil side away, or 
No. 9, will be the beginning(S,) of phase No. 2, 
etc. By following the rule which gives the con- 
necting methods for interconnecting whole-coil 
windings the connections shown in the diagram 
can be readily traced out. 


HYDROELECTRIC POWER PLANT FOR 
PENNSYLVANIA. 


The Lancaster-Susquehanna Power Co. is be- 
ing organized by officials of the Edison Electric 
Co. and the Conestoga Traction Co., Lancaster, 
Pa., to carry out the proposed hydroelectric 
power project in this district, announced in the 
last issue of ELEcTRICAL Review. Application 
has been made for a state charter. The pro- 
posed plant will have an initial’ capacity of about 
100,000 kw., and is estimated to cost $3,000,000 ; 
later extensions will bring this sum up to more 
than double the amount. The new company will 
not operate in the territory now served by the 
Harrisburg Light & Power Co., Harrisburg, and 
the Metropolitan Edison Co., Reading. Those 
interested in the project include W. H. Griest, 
president of the Conestoga Traction Co. and the 
Edison Electric Co.; R. B. Hull and S. R. Zim- 
merman, Lancaster. George Bullock and E. 
G. Connette, both of the Pennsylvania Power 
Co., will also be connected with the new com- 


pany. 
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Conducting a Retail Electrical 


Store for Profit’ 


Dealers Advised That Store Should Be Located and Arranged to 

Appeal to Women—Character of Store and Quality of Merchan- 

dise Should Radiate Refinement as Well as Invite Confidence 
By JOSEPH A. FOWLER 


Secretary-Treasurer, Tennessee Association of Electrical Contractors and Dealers. 


So much has been said upon this, subject dur- 
ing the last three years that it is difficult to know 
how to approach the mdtter from a new view- 
point. It is encouraging to know, however, that 
the question has had so much consideration, and 
this is true in view of the fact that up until the 
beginning of the “Goodwin” era very little 
thought had been given to electrical dealers from 
a store standpoint. 

There are at least five fundamental things 
which should vitally concern the establishing and 
conducting of a retail store and these things are 
applicable to any kind of a merchandising busi- 
ness. They are location, architecture, character, 
policy and personnel. 

If a new store is contemplated, or the moving 
of the present one is in prospect, the choice of 
location will have a big influence on the success 
of the business. We know that four-fifths of our 
customers will be women so it is important that 
we make it as convenient as possible for this 
class of trade to visit our store. The ideal loca- 
tion for the new store would be on the west or 
north side of the principal shopping street and 
between department stores, drug stores and spe- 
cialty shops frequented by such trade. If this 
choice is not feasible a corner on the next promi- 
nent street is desirable. A neighborhood where 
predominates pool rooms, barber shops, restau- 
rants, metal shops and factories would not in- 
vite the attention of the average woman if she 
could secure her wants in a less objectionable 
environment. The very reason for the location 
of the country store at the crossroads. applies 
with equal force to the retail store in the town 
or city. 


SELECTION AND ARRANGEMENT OF ELECTRICAL 
STORE. 


The layout of the store, the arrangement of 
the show window and the design of the front: 
must receive careful study. To begin with, the 
place should look like a woman’s store and as 
little like a shop as possible. The front ought to 
be distinctive but not bizarre. If one show win- 
dow is planned it should be at the right of the 
entrance door, because people invariably turn 
and glance to the right. Make the first impres- 
sion effective. The first ten feet in the depth of 
your store has a value of 40% of your establish- 
ment and should be treated accordingly. The in- 
terior should not give the appearance of disorder 





*From a paper before the Tennessee Electrical Con- 
tractors’ and Dealers’ Association. 





and this can be avoided if the layout is such as 
to lend itself to cleanliness, assuming, of course, 
that it is somebody’s job to give the matter first 
aid. The slowest moving commodities should be 
located near the front of the store and to the 
right of the entrance. Rapidly moving staples, 
such as lamps, flatirons, fuses, etc., should be lo- 
cated toward the rear, to reach which the cus- 
tomer must pass in range of practically all other 
merchandise. Wiring materials of an unsightly 
nature should not be conspicuous. 

The character of your store should be of the 
highest sort with somewhat of an atmosphere of 
refinement. The character of your goods should 
be no less so. Enough “junk” has been passed 
out to users of electric ware to retard the growth 
of any but the electrical business, and the elec- 
trical dealer has, in many cases, been just as 
guilty as the ignorant department and hardware 
storeman. If your store enjoys the confidence 
of the buyer it is just as easy to sell an $8 flatiron 
as one for $5, and a lot more satisfactory. There 
is a lot more to running a business than the pur- 
pose of making money. The worth while mer- 
chant of today is concerned primarily with the 
desire to render a service to humanity in his con- 
tact with his customers and employes. Any busi- 
ness grounded on such a principle succeeds, and 
in so doing incidentally makes money—the great- 
er the service the more money. 

It has been said that the first policy of every 
store should be the attitude that “The customer 
is always right.” Of course, this is a dangerous 
position to advertise and as a hard and fast rule 
would prove impractical. As a fundamental 
theory any business with such a principle as the 
underlying basis for its general policy could not 
fail to win the confidence of its constituent trade. 


DEALER ETHICS AND CO-OPERATION. 


It is a recognized fact that in this day and 
time a rose, no matter how beautiful, would blush 
unseen if its attractions rethained unadvertised. 
Too many rose gardens are cultivated. An adver- 
tising campaign should be planned and carried 
out consistently. From time to time campaigns 
of one sort or another are indispensable to any 
business striving to keep its place in the sun. A 
harmonious relationship with competitors and 
proper consideration for the rights of others in- 
volved in the channel of distribution must not be 
disregarded. Surely it is good business to cul- 
tivate your competitor; to aid and assist him 
when need arises if for no other reason than that 
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of the Golden Rule. Your source of supply com- 
monly known, or ought to be, as your jobber, is 
as a rule the link between the dealer and manu- 
facturer. He is depended upon'to maintain the 
relationships between all branches of the indus- 
try. The good jobber is, or ought to be, the 
balance wheel of the industry. In timés of stress 
the jobber becomes the banker, and yet who is 
there among you who has not “fallen for” the 
siren of the cash house with its 5% saving on 
specials. 

Policy in handling repairs of appliances and 
maintaining guarantees must be based on a very 
fair and liberal plane. An earnest effort should 
be made to repair every appliance brought to the 
store with the least possible expense as a con- 
tribution toward developing confidence in the 
merit of anything electrical. Maintaining guar- 
antees or promises involves the question of com- 
mon honesty. 

The personnel of your store, office and tele- 
phone staff makes for character and policy of the 
sort we are talking about only if it is selected 
with the greatest care. Designate the duties of 
each employe—install in them the spirit of serv- 
ice. Impress upon them the importance of treat- 
ing your customers in the manner they them- 
selves wish to be treated when they are cus- 
tomers. Such admonitions apply to the employer 
in double measure because sometimes he needs 
them more, and he is the example for his em- 
ployes. 

After all, conducting a retail store is a com- 
mercial science, a knowledge of which comes 
from a long but very interesting study in human 
nature, both our own and the other fellow’s. 





CUBA AS A MARKET FOR ELECTRIC 
LIGHTING FIXTURES. 


United States Now Has Little Competition to Fear 
in Meeting Demands of Cubans for Certain 
Standard and Ornamental Types. 


Cuba is an important field for the sale of elec- 
trical fixtures because of the increasing use of 
electricity on the island and of the comparatively 
slight development of the trade there up to the 
present, according to the foreign trade bureau 
of the Guaranty Trust Co. of New York. More- 
over, physical and social relations between Cuba 
and the United States tend to make the latter 
the natural source of supplies. Before the war 
the United States furnished more than three- 
fourths of Cuba's electrical supplies, and dur- 
ing the war furnished all of them.’ With the 
elimination of German rivalry, there is now no 
important competition, and with right methods 
the United States should continue to control the 
market for these goods. 

The largest cities, including Havana, Cienfue- 
gos, Santiago and Matanzas, are the best fields 
for the development of electrical trade. Day as 
well as night service is furnished in them alone. 
The trade in Havana has been most highly de- 
veloped and that city is practically the only one 
where both electrical fixtures and combination 
gas and electric fixtures are in demand. The 
other localities have no gas plants and therefore 
use fixtures designed only for electricity. The 
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various sugar estates have their own electric 
power plants which furnish electricity for the 
sugar mills and also for the homes in their vicini- 
ties. 

In the smaller cities the fixtures used in the 
illumination of houses and stores commonly con- 
sist of drop lights with reflectors. The fixtures 
should be suitable for high ceilings, and for store 
use especially, and should be capable of lighting 
large spaces. In the larger localities some kind 
of chandelier is generally used, and the most 
popular is that covered with glass or crystal. 
The two-arm or four-arm pendant is in common 
use, with the arms and ceiling rod covered with 
glass and often different sorts of glass ornaments. 

More elaborate fixtures are found in the homes 
of the well-to-do, and in hotels and clubs. The 
designs vary widely according to the purchasing 
power and taste of the buyers. Most are made 
of crystal or crystal and bronze. Cubans are very 
fond of the ornate types of fixtures surrounded 
with ropes of crystal and numerous diamond or 
pencil-shaped’ pendants, etc. American designs 
are said to be suitable for Cuban trade, but our 
dealers must meet competition in pfice from the 
Spanish dealers. 

Supply dealers in Havana are selling American 
domes, indirect and semi-indirect fixtures, and 
table lamps. There are practically no manufac- 
turers of electrical goods in Cuba, and only a few 
minor concerns there make chandeliers and drop © 
lights. 

Fixtures for store use are very crude in most 
places, and the buildings are old-fashioned. The 
merchants on the whole have been conservative 
about the introduction of modern fixtures. The 
newer stores, however, are using well-designed 
fixtures. 

Street lighting fixtures should find valuable 
markets in Cuba as many cities there are install- 
ing electric street-lighting systems for the first 
time. Other cities are bringing their antiquated 
systems up to date. Havana should be an espe- 
cially good market, for this municipality is pro- 
viding electric lights on all streets, 100-watt, gas- 
filled incandescent lamps being substituted for 
the arc Jamps previously in use. 

Electric fans are much used in season. In 
stores and restaurants the ceiling fan is most 
used, and because of the high ceilings an extra 
long pipe must be furnished. Any but the plain 
type of pipes must be imported. Wall or desk 
fans of 12 and 16-in. sizes are most common, 
but the market for 6-in. sizes is growing. Ameri- 
can fans are popular and the demand, especially 
for those not finished in the ordinary black 
enamel, is increasing. 





OPERATION AND CARE OF VEHICLE- 
TYPE BATTERIES. 


Circular No. 92 of the Bureau of Standards, 
Washington, D. C., has been prepared as a man- 
ual for the care and operation of vehicle bat- 
teries. Storage batteries are described in detail 
as to mechanical construction, chemical opera- 
tion and electrical performance. Curves illus- 


trate the various operating features of both the 
lead and nickel-iron types of batteries working 
at different charge and discharge rates. 
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Jobber Stock Turnover 


Appliance Manufacturer Solves Stock Delivery Problem for His 
Distributors Through Co-operation in Development and Use of 
Simple, Effective Sales Estimate and Manufacturing Schedule 


By W. B. PIERCE 


Eastern Sales Manager, Edison Electric Appliance Co. 


Last spring when the bankers sounded the 
signal for business to set its house in order, one 
of the vulnerable spots was the situation result- 
ing from the large accumulation of unfilled orders 
which jobbers had placed with manufacturers 
last year in the wild scramble to cover their re- 
quirements in the form of future delivery com- 


mitments. It was. impossible for any manufac- . 


turer to produce and ship the first part of this 
year those orders which had been originally 
scheduled by the jobbers to be shipped in this 
period. Jobbers were anxious to get goods— 
they had placed their orders in such a manner— 
and the failure to get the goods as scheduled all 
tended to produce a rather confused situation. 
Another serious weakness in the business 
structure was the practice developed as an emer- 
gency measure under the stress of urgent de- 
mand, of placing so-called insurance orders; 


duplicating or triplicating the original order with - 


other suppliers. From this it is evident that the 
wholesaler had not arranged for the inflow of 
material in the well-regulated manner so neces- 
sary to sound business and proper turnover. The 
inflow was not’ under control. 


DEVELOPMENT OF A JOBBERS’ STOCK AND RE- 
QUIREMENT SURVEY. 


An electrical manufacturer must have a sound 
basis of procedure for the inflow, production and 
outflow of this material. Three, four or six 
months in advance, depending on the market con- 
ditions from a purchasing and delivery stand- 
point, the sales department must definitely pre- 
pare a “sales estimate” of what it expects to sell 


during a certain quarter. This is a detailed sched- 
ule by items and catalog numbers. 

This sales estimate is taken by the manufac- 
turing department and modified where neces- 
sary by manufacturing conditions, and a manu- 
facturing schedule is then prepared. This esti- 
mate is used as a basis by the purchasing depart- 
ment in ordering material. Certain items must 
be anticipated even further in advance, espe- 
cially in such a market as we have been through. 
In a normal market the manufacturing turnover 
should be three or four times a year. 

The Edison Electric Appliance Co. uses a 
production unit of three months, or one-quarter 
year. Each quarter is laid out in advance, based 
on a sales estimate. Of course, the estimate 
is reviewed from month to month and may be 
modified as conditions develop, but it forms a 
definite method and basis of procedure. With- 
out this it would be impossible to regulate the 
business so as to secure the necessary turnover. 
In proposing a stock and requirement survey to 
the jobbers, therefore, it was simply suggesting 
to the jobbers that they adopt a plan which they 
had found not only successful but quite neces- 
sary to a well-regulated operation of business. 

Had we been able to make deliveries of accum- 
ulated schedules of unfilled orders about June 
1—had we been able to make deliveries on these 
orders with the shipping instructions as they then 
stood—the jobbers would not have been able 
to absorb them and would have been embar- 
rassed had we been able to do so. 

Not only were there a number of future de- 
livery orders scheduled for delivery during the 
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first months of the year, but there was a great 
accumulation of miscellaneous orders originally 
placed last year as immediate orders. And had 
we not been watching our shipments to give 
maximum distribution we certainly might have 
loaded up some of our customers so that they 
would not have been able to get more than one 
or two turnovers a year even if they had been 
able to finance their purchases. 

On the other hand, a review of the schedules 
indicated blank periods in which no delivery was 
planned for by the jobbers and also an unbal- 
anced variety or assortment of goods. Some 
items were apparently much too high and some 
much too low. It was a combination of circum- 
stances arising out of trying business conditions 
that produced this situation. The problem was 
to remedy matters. 


REVIEWING AND REVISING UNFILLED APPLIANCE 
ORDERS. 


Obviously, the thing to do was to ask the job- 
bers to carefully review all the orders they had 
on file with us and set down the items, such as 
flatirons, toasters, percolators, etc., represented 
by all these unfilled orders. A column was pro- 
vided for this in the survey chart which we de- 
veloped. It was also important to know just 
what goods were in transit. Another column 
was provided for this. Another column showed 
the stock on hand, and still another column 
showed the dealers’ orders being held by jobbers. 
This form is shown on the preceding page. 

Then we asked the jobbers to put down in the 
columns under June, July and August their 
“sales estimate” by items for each month. Most 
of our jobbers went a step further and put down 
their delivery requirements instead of, but based 
on, their sales estimates. The delivery require- 
ments were obviously the sales estimates modi- 
fied by stock on hand and in transit, and dealers’ 
orders holding. The jobbers that followed the 
latter plan authorized us to consider their deliv- 
ery requirements on the chart as firm shipping 
instructions on all their orders, superseding all 
previous shipping instructions. And, on our 
part, in this way we were able to give them the 
maximum co-operation. 

Many of the jobbers were so well satisfied that 
they proposed to keep up the quarterly require- 
ment survey for themselves as well as for us, re- 
vised monthly, as a sound basis for operation and 
to so regulate the inflow of material that they will 
insure a good turnover. 


WHERE SALES ESTIMATE PLAN Proves Its 
EcoNnoMIc VALUE. 


It is certainly a sound, well-regulated plan 
which provides for both the manufacturer and 
his group of distributors to operate as a unit— 
operating on the basis of carefully prepared quar- 
terly sales estimates. It will minimize the lost 
motion in the physical distribution of goods. It 
will enable the manufacturer to work more 
closely to the requirements of his outlets, giving 
them the maximum benefits of his production ef- 
forts. 

If the jobbers feel that the manufacturers are 
working to their particular requirements, and that 
they can depend on their receiving what they 
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want as needed, they can work to a closer and 
better schedule and a more rapid turnover. 

The ideal way to consider the jobbers in rela- 
tion to the manufacturer is as a co-operating 
trade unit—as one big business family. In fact, 
only in this way can be obtained the best results 
of mutual success. They have mutual and recip- 
rocal responsibilities. The ‘manufacturer is 
greatly dependent on his distributing jobber out- 
lets. The jobber really represents the field 
branches of the manufacturer, and, in a sense, 
should be considered a part of the manufacturer’s 
organization. 

A jobber’s prime function is to carry goods in 
local stock for the service of a group of dealers. 
Assuming efficient management, his net profits 
will come largely from his rate of turnover. The 
more lost motion between him and the manu- 
facturer that is eliminated, the more closely 
regulated and steady the inflow of his material, 
the better will be his stock condition and the 
better his turnover. 

To sum it all up, the jobbers are the sales 
organization of the manufacturers. Or, to put 
it the other way, the manufacturers are the job- 
bers’ manufacturing department. It is logical 
that the manufacturer should be interested in 
the problems and success of the jobber, and one 
of the most important is the turnover. 





MEASUREMENT OF DIFFUSE REFLEC- 
TION FACTORS. 


The nature of light reflection and the various 
methods used to measure reflection factors are 
discussed in Scientific Paper No. 391, recently is- 
sued by the Bureau of Standards, Washington, 
D. C., entitled “The Measurement of Diffuse Re- 
flection Factors, and a New Absolute Reflectom- 
eter,’ by A. H. Taylor. The complete theory and 
description of a new absolute reflectometer are 
presented. Thorough tests of the instrument 
show that it gives correct results. Five absolute 
methods of determining reflection factors are de- 
scribed, and experimental results with this in- 
strument and two other methods show excellént 
agreement. The reflection factor of a block of 
magnesium carbonate was found to be 99%, 
whereas the previously accepted value was 80%. 
The reflectometer is portable, and can be used to 
measure reflection factors of surfaces in situ. 


SAFETY FIRST ORGANIZATION AC- 
TIVITIES IN SEPTEMBER. 


The activities of the safety organization of the 
Public Service Co. of Northern Illinois Section 
of the National Electric Light Association last 
month comprised intermediate committee meet- 
ings in all of the districts. ‘The committees are 
made up of the heads of departments and the 
special subject of discussion pertained to the 
supervision of work engaging the employes con- 
nected with the various departments. At the 
September meetings many details were gone into 
minutely. The scope of the safety movement 
has become very. broad, engaging many corpora- 
tions and private enterprises and through publi- 
cations and in other ways information as to new 
methods of surmounting hazards is rapidly put 
into circulation. 
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Bankers Realize Needs of Utilities 


The months that have just passed have been 
among the most difficult in the history of many 
utility enterprises both large and small. With 
unexpected demands for service, with practically 
no equipment to be had, with fixed rates and 
dwindling margins of profit, and with demands 
for still further reductions in rates, the situation 
was not what would be considered promising. 
However, in many cases, temporary relief of 
some kind was granted, and enterprises were not 
forced to suspend operations. But the lowering 
of profits, together with the stringency of regula- 
tions, made the borrowing of money almost im- 
possible for many companies. 

Recognizing the seriousness of the situation, 
the National Electric Light Association under- 
took the task of enlisting aid to bring to light the 
conditions as they exist. These efforts have 
already produced results, and the Investment 
Bankers’ Association of America is commencing 
to take up a portion of the burden formerly car- 
ried by the utilities. This association has taken 
formal action in support of legitimate utility ex- 
pansion and undoubtedly will continue its efforts 
until the desired goal has been reached. It has 
_ been no small task to convince the bankers that 
they should lend their influence in support of the 
utilities, but when fully informed as to operating 
expenses, need of expansion, and influence of 
the utilities on the welfare of the country, they 
lost no time in assuming a share at least of the 
burden of educating the public to the fact that it 
is an economic necessity for the utilities to have 
sufficient working capital. It is to be hoped that 
other influential organizations will soon see fit to 
aid the campaign of education. 





Business Conditions and Prices 


Returning to Normal 
Newspaper clippings and reports coming from 
various parts of the country bear evident indica- 
tions of a gradual return of conditions to nor- 
mal. These news items present views of the 
situation from a great variety of angles. Some 


tell of the slackening of demand for certain prod- — 


ucts, almost always nonessentials or luxuries; 
some tell of reorganizations of business enter- 
prises ; some tell of settlement of rate litigations, 
while others give favorable crop reports and 
other indications of prosperit;. Looking at the 
situation as a whole it appears that the public 


mind is returning somewhat to a normal state ; 
people are getting over the idea of buying at any 
price, and are counting the cost and saving. 

It is evident that there will not be a food 
shortage, a clothing shortage or a serious coal 
shortage during the coming winter. However, 
there is, and probably will be for some time to 
come, a housing shortage of no mean propor- 
tions. Many homes must be built during the 
coming year and for several years to come, if 
the old standards_are to be anywhere nearly 
maintained. The present saving sentiment, com- 
mencing to take hold of the public, is responding 
to this situation and much capital is going into 
permanent building construction. For one, two, 
three or more years an increasing amount prob- 
ably will go into such work, and the electrical 
industry will be called upon to care for a long 
list of new customers. 

The variety of demands that will be made 
upon the industry will cover all branches, manu- 
facture, construction, merchandising and _ serv- 
ice included. No single line will render all the 
service, and no one will reap all the profits. 
Handling the business will require the plant and 
staff of all, and, if cared for in the most eco- 
nomic manner, will require the close organiza- 
tion and co-operation of the entire industry. Sat- 
isfaction cannot be given by selling equipment 
that cannot be served with current, and 
neither can satisfaction be given by providing 
current without equipment to use it. Improve- 
ment and extensions in plant must be made in 
harmony with the increased business offered. 

If all parties interested will take up the work 
of informing the public of the great demands 
now being made on the industry, the public will, 


~ to protect its own interests, divide its savings in 


a manner to allow for the investments required 
in utility properties. With the needs and de- 
mands for service, and the inevitable increased 
demands of the future, the business outlook of 
the central station seems assured. The investor 
will be more than willing; he will be anxious 
to place his money in such an-enterprise. Along 
with growth of central-station business goes the 
construction of new lines, wiring of houses, sale 
of appliances, etc. Believing in your own work 
and telling your neighbor about the merits of 
service, about the demand for service, and about 
the needs of the industry will, in the end, bene- 
fit your neighbor, you, and the industry as a 
whole. 
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THE WEEK’S NEWS 


Reports of Important Meetings, Developments and Other Happenings of the Electrical 
Industry and Its Allied Interests 








ELECTRICITY TO HELP SOLVE RAIL- 
ROAD PROBLEMS. 


Association of Railway Electrical Engineers Holds 
Convention and Equipment Exhibit in Chicago— 
Train Lighting Discussed. 


The twelfth annual convention of the Associa- 
tion of Railway Electrical Engineers was held at 
the Auditorium Hotel, Chicago, this week. Presi- 
dent L. S. Billau in his address referred to the 
increasing interest in the association and the im- 
portant part which the various established rail- 
road associations are taking in the operation of 
the railroads of this country. The problems to 
be met with are in a broad sense similar on a 
majority of the railroads. The standardization 
of practice and many of the details of equip- 
ment can with advantage be largely extended. 
There are new and serious problems facing the 
railroads today, he continued, in the solving of 
which electricity in one or more of its adapta- 
tions will play an important part. To meet new 
duties and increased responsibilities the Associa- 
tion of Railway Electrical Engineers must ex- 
pand and develop, and as a step in this direction 
consideration is being given to amalgamation 
with one of the sections of the American Rail- 
way Association. 

In its report the committee on illumination 
recommended the general use of the 50-watt 
Mazda “C” train-lighting lamp in place of the 
50-watt Mazda “B” lamp in view of the in- 
crease in illumination and the lower first cost. 
It was pointed out that on account of the high 
intrinsic brilliancy of the Mazda “C” lamp it 
should only be used with deep bowl reflectors 
or inclosing glassware. 





DISCUSS MERCHANDISING OF ELEC- 
TRICAL APPLIANCES. 


Empire State Gas and Electric Association Elects 
Officers and Listens to Interesting Papers 
cn Live Subjects. 


The question as to whether or not central- 
station companies should sell electrical ap- 
pliances was one of the important subjects con- 
sidered at the sixteenth annual convention of the 
Empire State Gas and Electric Association, held 
at Utica, N. Y., Oct. 7-8. H. K. Stein, superin- 
tendent of the Genesee Light & Power Co., point- 
ed out in his paper on “Selling in a Small Com- 
munity” the gains to be made by withdrawing 
from the merchandising field, maintaining that 
this was the function of the contractor-dealers 
and should be left to them. G. I. Vincent, en- 
gineer of the Syracuse Lighting Co., discussed 
the subject from the other viewpoint, stating 
that he considered .a_ well-developed system 


whereby the consumers have greater contact with 
the representatives of the utility companies of 
value. 

Other papers included the following: “Im- 
portance of Meter Testing,” by F. J. Murmann, 
superintendent of meters, Westchester Lighting 
Co.; “Service Charge Rate,” by A. Parshall, con- 
sulting engineer ; “Financing Utility Properties,” 
by R. M. Searle, president of the Rochester Gas 
& Electric Corp.; “Office Location, Arrangement 
and Upkeep,” by S. J. Magee, vice-president of 
the Associated Gas & Electric Co. ; “Office Work 
in a Small Company,” by Paul B. Murphy, treas- 
urer of the Potsdam Electric Light & Power 
Co. 

The election of officers resulted as follows: 
President, H. W. Peck, Adirondack Power & 
Light Co., Schenectady; first vice-president, E. 
H. Rosenquest, New York City; second vice- 
president, E. H. Beals, Buffalo; treasurer, W. 
J. Welsh, Richmond Light & Railroad Co., 
Stapleton: secretary, C. H. B. Chapin, Grand 
Central Terminal building, New York City; 
executive committee, H. L. Mann, Buffalo; E. 
C. Scobell, Rochester; H. M. Brundage, New 
York City, and S. J. Magee, Ithaca. 





NEW JERSEY GOVERNOR APPOINTS 
NEW UTILITY BOARD. 


Removes Former Members, Charging Favoritism 
and Discrimination Toward Certain Utilities— 
Commissioners to Appeal. 


Following a series of hearings Governor Ed- 
wards of New Jersey tendered official notices 
to the members of the state board of public util- 
ity commissioners, Oct. 14, removing them 
from office. In his official statement, the out- 
standing charges are the failure to require the 
setting aside of adequate depreciation accounts, 
favoritism and bias toward the Public Service 
Corp. and its subsidiaries, delay in valuing the 
property of the Public Service Electric Co. and 
the Public Service Railway Co., fixing increased 
retroactive rates for the Public Service Electric 
Co., establishing seven rates on the lines of the 
Public. Service Railway Co. in one year with- 
out sufficient reason, failure to recommend 
changes in the state utilities law shown to be 
necessary by experience, permitting diversion of 
proceeds of bond issues to the account of work- 
ing capital of certain state utilities, establishing 
unnecessarily long and extensive processes, re- 
tention of experts biased towards corporate in- 
terests, and discrimination in granting promptly 
applications of the public service companies and 
delaying decisions in other cases. 

The removal of the board had been expected 
and the commissioners are reported to have made 
plans for a fight on constitutional grounds to re- 
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gain their positions. The four commissioners 
removed, the appointees of former Governor 
Edge, are John W. Slocum, Long Branch, presi- 
dent; George F. Wright, Paterson; Harry L. 
Knight, Medford, and Andrew Gaul, Jr., Ridge- 
wood. 

The new board will be composed of five com- 
missioners, each with compensation of $7,500 a 
year. The governor has appointed three mem- 
bers of the new board as follows: James A. 
Hamill, Jersey City, lawyer, former member of 
the state assembly ; Arthur A. Quinn, Perth Am- 
boy, president of the state federation of labor, 
and former member of state assembly, and Col. 
Walter E. Whittemore, Newton, engineer, mem- 
ber of the State Highway Commission. The 
governor has called a special meeting of the 
Senate to act upon his nominations, and upon 
the convening of fhe session will announce the 
names of the other two members of the board. 


JOVIANS TO HOLD ANNUAL CONVEN- 
TION IN ST. LOUIS. 


Nov. 25-26 has been decided upon as the date 
of the eighteenth annual convention of the Jovian 
Order, the sessions to be held at the American 
Hotel Annex, St. Louis. The convention will 
consist of business meetings only, with regis- 
tration the forenoon of the first day. It is an- 
ticipated that this meeting will be the most im- 
portant annual gathering of the order, as the 
future conduct of the organization is to be defi- 
nitely decided upon at that time. Jupiter A. J. 
Binz, Houston, Tex., is expecting large delega- 
tions of Jovians from different parts of the 
country. 








ELECTRICAL INSPECTORS MEET IN 
PHILADELPHIA. 





Papers on Timely Subjects and Election of Officers 
Occupy Busy Two-Day Meeting of National 
Association. 


Changes in the National Electrical Code were 
presented and discussed from various angles at 
the joint meeting of the National Association of 
Electrical Inspectors and the Electrical Confer- 
ence held Oct. 12-13, at Philadelphia. Con- 
siderable interest was evidenced in the changes, 
particularly as they affect inspection work and 
as they may be subject to varying interpretation. 

Dana Pierce, vice-president of the Underwrit- 
ers’ Laboratories, gave an interesting and in- 
structive talk dealing with the problems of in- 
spection as met by the laboratories. A. R. Small, 
also of the Underwriters’ Laboratories, discussed. 
other features of inspection, dealing particularly 
with approved devices. “Safety to Life’ was 
the subject of a talk by Dr. M. G. Lloyd of the 
Bureau of Standards. Life hazards merit con- 
sideration, as well as fire hazards, in inspection 
work. 

The National Electric Light Association was 
represented at the meeting by W. J. Canada, who. 
discussed neutral grounding, rules and various 
situations where the work of the inspectors and 
the association meets. The following officers 
were elected for the ensuing year: President, 
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Washington Devereux, Philadelphia; vice-presi- 
dent, Mortimer B. Gleeson, Philadelphia; secre- 
tary, Thomas H. Day, Hartford, Conn. ; assistant 
secretary, Richard J. Forsyth, Greenfield, Mass. ; 
corresponding secretary, A. H. Lilley, philadel- 
phia; treasurer, J. W. Kelly, Camden, N. J., 
and chairman of the executive committee, J. C. 
Forsyth, New York City. 





TO LAUNCH ORGANIZATION FOR IN- 
DUSTRY CO-OPERATION. 


Centerence Club Dissolved—Outgrowth Will Be 
New Organization Representing Different 
Branches of Electrical Field. 


The last meeting of the Conference Club was 
held at White Sulphur Springs, W. Va., on Sept. 
30 and Oct. 1-2, the principal matter under con- 
sideration being the formulation of plans for an 
electrical industry conference or forum as pre- 
sented at the club meeting in New York City last 
January. Those present expressed themselves 
intent on securing the industry’s adoption of the 
Conference Club idea, and concluded that prog- 
ress would be more rapid if the work of the 
club were continued along somewhat different 
lines. 

The. meeting expressed itself as favoring the 
creation of a committee representative of the 
entire industry to further the work of organ- 
izing a permanent industry conference. It left 
the matter of creating this committee in the 
hands of L. K. Comstock, the club president, and 
then formally withdrew from the field of activity. 

In commenting upon this action, one of the 
members made the following statement: “If the 
new body, as yet unnamed and without organic 
substance, ever becomes a reality, it will take its 
being from no single branch or element of the 
industry but from the industry as a whole. And 
that is precisely the manner in which such an or- 
ganization should come into existence if it is to 
become in the future the far-seeing instrument 
for effective industry co-operation which not only 
the members of the Conference Club but many 
thinking men in other branches of the industry 
have been dreaming. The Conference Club has 
given its life that its faith may live.” 





SCHEDULE OF MEETINGS FOR PHILA- 
DELPHIA SECTION, A. I. S. E. E. 


The following papers have been scheduled for 
the Philadelphia Section, Association of Iron 
and Steel Electrical Engineers, for the 1920-21 
season: Nov. 6, “Electric Heat Treatment— 
Present Practices and Future Possibilities,’ by 
George P. Mills, electrical engineer, Electric 
Furnace Co., Philadelphia; J. R. Bower, assistant 
master mechanic, American Car & Foundry Co., 
Berwick, Pa., and James E. Wilson, superin- 
tendent electrical department, Treadwell Engi- 
neering Co., Easton, Pa. Dec. 4, “Instruction in 
the Care, Use and Inspection of Flexible Steel 
Cables,” by H. C. Boynton, metallurgist, and W. 
Voigtlander; assistant engineer, John A. Roeb- 
ling’s Sons Co., Trenton, N. J. Jan. 8, “Power- 
Factor Correction and Its Relation to Plant Op- 
eration,’ by P. T. Vanderwaart, electrical en- 








648 ELECTRICAL REVIEW 


gineer, New Jersey Zinc Co. of Pennsylvania, 
Palmerton, Pa. Feb. 5, “Review of Cost of Roll- 
ing Steel in Various Mills,” by G. E. Stoltz, en- 
gineer in charge, steel mill division of the gen- 
eral engineering department, Westinghouse Elec- 
tric & Manufacturing Co., East Pittsburgh, Pa. 
March 5, “Methods Used to Insure Continuity 
of Service,” by E. D. Sibley, Metropolitan Edison 
Co., Reading, Pa. April 4, “Generation of Power 
in Steel Mills,” by D. M. Petty, superintendent 
electrical department, Lehigh plant of the Beth- 
lehem Steel Co., Bethlehem, Pa. May 2, “Gen- 
eral Ideas and Discussion.” , 





DR. STEINMETZ DISCUSSES CAUSES 
AND EFFECTS OF LIGHTNING. 


Voltages, Currents and Energy of the Stroke Are 
Assigned Probable Values in a Talk Before 
Engineering Societies. 


The old theory that lightning is a simple spark 
discharge, like the discharge of a condenser, from 
the clouds to the earth cannot be made to stand in 
the face of present-day knowledge of the numeri- 
cal quantities involved, according to the state- 
ments made and the figures given by Dr. Charles 
P. Steinmetz in his talk in Chicago, Oct. 20, given 
under the auspices of the Western Society of 
Engineers and the American Institute of Elec- 
trical Engineers. Assuming a cloud one-half 
mile square floating at a distance of 2000 to 3000 
ft. from the earth, it was shown that the voltage 
to cause a spark discharge from cloud to earth 
would be beyond all reason. The energy of such 
a spark, lasting for only a small fraction of a 
second, would amount to 7,000,000,000 ft-lbs., or 
to 3000 hp-hrs. 

Experience has shown that not to exceed 1% 
of the lightning discharges take place between 
clouds and the earth, most discharges being be- 
tween clouds and within a single cloud. These 
flashes are often from one to two miles in length 
and are progressive in nature. That is, they 
start with the puncturing of a short space, pos- 
sibly 20 or 30 ft., and spread until the potentials 
are equalized to a value corresponding to the 
voltage required to maintain the discharge. The 
period of time-occupied by a discharge is quite 
short, being estimated at from 0.00001 to possi- 
bly 0.25 second for the slower-acting flashes of 
more uniform potential distribution. 

Dr. Steinmetz stated that only a fraction of 
the lightning disturbances on electric circuits were 


due to direct strokes, the troubles encountered . 


resulting from induced voltages that have values 
‘of possibly 500,000 to 1,000,000. Lightning 
troubles are noted to increase with the extent of 
the system, the most troubles being met in sys- 
tems of such an extent as to require 30,000 to 
50,000 volts for transmission. Larger systems 
using 100,000 volts or more seem to be quite 
immune from trouble. The cause for this con- 
dition was attributed to the fact that insulation 
of the high-voltage lines was capable of standing 
the disturbances induced by lightning discharges, 
these disturbances being effective only for short 
intervals and being of about the same order of 
magnitude as the insulator capacities. 
The method of accumulating a charge of 50,- 
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000,000 volts or possibly twice this value on a 
cloud was explained as involving an initial charge 
on small particles of condensed moisture, the 
initial charge being due to the position of the 
cloud with respect to the earth. It was explained 
that the earth was surrounded by an electrostatic 
field with a gradient outward from the surface. 
Moisture condensing at a distance of one-half 
mile from the earth would be in a field at a poten- 
tial of 100,000 volts to earth and would assume 
a charge corresponding to this potential. By 
collecting into larger particles the charge would 
be accumulated until values of 50,000,000 volts 
or more would be reached when drops of rain 
were finally formed. Inequalities of 1 or 2% of 
this value, between sections of a cloud quite close 
together, would suffice to cause a local discharge 
which would result in a redistribution of poten- 
tials and probably in an extehded flash. 

From the effects of direct strokes it has been 
estimated that the flow of current may be any- 
where from 1000 to 100,000 amperes, these esti- 
mates being based on the size conductors that 
have been melted during the discharge of a stroke 
to ground. The illuminating effect of lightning 
was used to estimate the quantity of energy in- 
volved. The spectrum and efficiency of illumi- 
nating sources of similar characteristics being 
considered, it was shown that the light energy of 
a flash might be equivalent to 10 hp-hrs. The 
light efficiency being onlyabout 1%, it is evident 
that this estimate of total energy corresponds to 
the one given previously. 

Numerous lantern-slide illustrations of light- 
ning flashes were shown and discussed. After 
the formal talk was completed, Dr. Steinmetz 
answered questions and discussed heat lightning 
and special cases observed by himself and others. 
Dr. Steinmetz gave an interesting talk Thursday 
noon after the luncheon of the Electric Club of 
Chicago, using as his subject the coal and hydro- 
electric resources of the country. 





NEW YORK ELECTRICAL LEAGUE RE- 
SUMES MEETINGS. 


The. New York Electrical League resumed its 
monthly luncheons at the Hotel Astor, New 
York City, Oct. 13, with an attendance of over 
150 members and guests. Alfred W. McCann, 
food expert of the New York Globe, was the 
principal speaker. 





BANKERS’. ASSOCIATION ACTS ON 
UTILITY SITUATION. 


Recognizes Need for Co-operation Between Oper- 
ators, Investors and Regulating Authorities, 
in Order That Expansion May Be Made. 


Urgent need of funds to care for the growing 
demands for utility service and the greatly in- 
creased costs of new construction has brought 
the banking and utility interests of the country 
into closer touch with each other during past 
months than ever before. - The National Electric 
Light Association and others have: worked with 
the banking and investment organizations of 
the country in an effort to make clear the actual 
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financial conditions involved in utility develop- 
ment and operation. It seems that the efforts ex- 
pended have not been entirely in vain, since the 
board of governors of the Investment Bankers’ 
Association of America has seey fit to take for- 
mal action looking toward the ching of the bur- 
dens of over-stringent public regulation. 

This action has, for the present, taken the form 
of the following resolution sent to the governors 
and regulating authorities in various states: 


Whereas, sound and constantly expanding public 
utilities are essential to the welfare and prosperity of 
the communities served; 

Whereas, the conditions resulting from the war have 
increased the costs of utility operation and of new 
money required for expansion, and prevented the 
growth of utility service to meet the increasing re- 
quirements of the public and of industry; 

Whereas, there is a recognized shortage of electrical 
power, and it is of vital importance to the industries 
of the country that means be found for providing 
additional power supply; 
_« Whereas, the street railway systems are so tied into 
the business of the nation that their rehabilitation, 
maintenance and growth must be permitted and pro- 
vided by the public dependent on their efficient serv- 
ice ; 

Whereas, the telephone and telegraph have become so 
important in our daily business and social life that 
they must extend their service daily to meet the pub- 
lic demands; : 

Whereas, the diminishing coal resources and the in- 
creasing demands on the oil supplies throw additional 
burdens on the gas industries which can be met only 
by their expansion; 

Therefore be it resolved, that it is the sense of the 
board of governors of the Investment Bankers’ Asso- 
ciation of America that there should be co-operation 
between the investment bankers and the owners and 
operators of utilities and the regulating officials, in 
laying before the public full information respecting the 
vital importance of prompt and continuing expansion 
of all kinds of utility service, and in encouraging such 
utility regulation as will provide sound: credit as the 
basis for financing, to the end that the investing pub- 
lic may provide the necessary funds by investment in 
sound public utility securities ; ; ‘ 

Be it further resolved, that copies of this resolution 
be sent to the governors and the regulating authorities 
of the several states. 





ENGINEERS TO STUDY ELECTRICAL 
INSULATION PROBLEMS. 


The National Research Council has entered 
into an extensive campaign to investigate the 
principles of insulation, a matter of vital im- 
portance to the electrical trade and to its con- 
sumers. A meeting of the council’s insulation 
committee was held recently in New York City, 
F. B. Jewett, chairman of the committee, pre- 
siding. 

For some time past the National Research 
Council has been endeavoring to formulate a 
practical plan whereby co-operation between the 
universities, the industries and the National Re- 
search Council might be accomplished in at- 
tacking the problems involved in fundamental re- 
search upon insulating materials. 





REPRESENTATIVES OF A. I. E. E. ON 
ENGINEERING COUNCIL. 


At the meeting of the board of directors of 
American Institute of Electrical Engineers held 
in Philadelphia, Oct. 8, the following 12. mem- 
bers were appointed as the official representa- 
tives of the Institute upon the American Engi- 
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neering Council, which is the governing body 
of the Federated American Engineering So- 
cieties, for the term beginning Jan. 1, 1921, 
and also-to represent the Institute at the or- 
ganization meeting to be held in Washington, 
Nov. 18-19: Comfort A. Adams, Cambridge, 
Mass.; A. W. Berresford, Milwaukee; H. W. 
Buck, New York City; F. L. Hutchinson, New 
York City; W. A. Layman, St. Louis; William 
McClellan, Philadelphia; L. F. Morehouse, New 
York City; L. T. Robinson, Schenectady, N. 
Y.; Charles S. Ruffner, New York City; Charles 
F.. Scott, New Haven, Conn.; L. B. Stillwell, 
New York City, and Calvert Townley, New 
York City. 





PUBLIC POLICY COMMITTEE TO 
HOLD MEETING. 


The public policy committee of the National 
Electric Light Association will meet Nov. 4 at 
the Engineering Societies building, 33 West 39th 
street, New York City. Sessions will be held 
morning and afternoon, and will be called to 
order by S. Z. Mitchell, chairman of the com- 
mittee. 





POWER AND ELECTRICAL FEATURES 
AT MARINE EXPOSITION. 





Electrical Equipment Used on Modern Ships Is 
Shown in Great Variety—Electrical Manu- 
facturers Well Represented. 


Many exhibits of interest to the electrical and 
power-plant industries were to be seen at the Na- 
tional Marine Exposition held under the 
auspices of the National Marine League of 
the United States of America at the Coliseum, 
Chicago, Oct. 18-23. One of the largest exhibits 
at the show was prepared by the General Electric 
Co., Schenectady, N. Y., and displayed various 

















Model Diesel-Electric Plant for Ship-Propulsion Service 
Exhibited at Marine Show. 


marine ‘electrical equipments and ship-propulsion 
devices. A full size turbine runner, rated at 
2500 hp., and the greater portion of the reduc- 
ing gear for connection to the shaft were shown. 
A model of a complete Diesel engine connected 
to an electric generator, shown in the accompany- 
ing illustration, was also on exhibition. A small 
motor driving a propeller in a tank of water 
served to show the completion of the propulsion 
scheme, the entire plant comprising a Diesel 
engine, generator, switching equipment and con- 
trols, motor and propeller. An engine-driven 
generator set, with portions of the engine cut 
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away, switchboards, marine motors, magnetic’. 


brakes, searchlights and other electrical devices 
were included in the exhibit. 

A complete oil-burning engine of. the marine 
type, suitable also for stationary use, was on dis- 
play in the booth of Fairbanks, Morse & Co., 
Chicago. This engine attracted much atten- 
tion, showing the keen interest being taken in 
the development of this type of prime mover. 

Todd mechanical oil burners, made by the 
White Fuel Oil Engineering Co., New York 
City, were on display in another booth. One 
complete burner for a 450-hp. boiler was shown 
assembled and ready to install. 

An interesting display of motors by the Elec- 
tro Dynamic Co., Bayonne, N. J., presented sev- 
eral styles of motor equipment for marine serv- 
ice. Practically all of the models shown would 
be suitable for land service in locations requiring 
rugged construction or where objectionable sur- 
roundings have to be overcome. The New York 


Engineering Co., New York City, displayed a 


model of the Ludlum water-tube marine boiler 
which is now finding fields of application in vari- 
ous classes of land service as well as on the 
water. An electric rivet heater was in service 
in the booth of the American Car & Foundry 
Co., New York City. 

Information on traveling water screens, elec- 
tric coal and ash hoists, and other power-plant 
questions was being given at the booth of the 
Link Belt Co., Chicago. Motor-operated pack- 
age conveyors and hoists were demonstrated by 
the Brown Portable Conveying Machinery Co., 
Chicago., and three-wheel storage-battery trac- 
tors were shown by the Mercury Manufactur- 
ing Co., Chicago. Self-contained turbine-gen- 
erator units in sizes from 500 watts to 5 kw. 
were displayed by the Pyle-National Co., Chi- 
cago. These units are being used on locomo- 
tives for train lighting and in many isolated 
plants for night service as well as in marine 
service. The units are inclosed and suitable 
for mounting in all kinds of locations. 

Lighting equipment for marine and other 
services was displayed by the Benjamin Electric 
Manufacturing Co., Chicago. Fittings, fixtures, 
weatherproof globes and many other deviees were 
included in the exhibit. John A. Roeblings 
Sons Co., Trenton, N. J., had an exhibit of wire, 
cable rope, etc., and exhibits of valves were 
shown by the Crane Co., Chicago; D. T. Williams 
Valve Co., Cincinnati, O., and by Lunkenheimer 
Co., Cincinnati, O. The Atlas soot blower was 
exhibited by the Atlas Soot Blower Co., New 
York City., and motor-operated CO, refrigerators 
were shown by the Kroeschell Brothers Ice Ma- 
chine Co., Chicago. Packing, gaskets and me- 
chanical rubber goods of all kinds for power- 
plant service were displayed in great variety by 
the United States Rubber Co., Akron, O. 


The Texas Co., New York City, had on ex- 


hibit a large number of samples of oil for almost 
every conceivable purpose. Cylinder oils, motor 
oils, wire-rope oils, fuel oils, oil-engine oils, and 
many others were included in the list. 

R. G. Hollaman, Brooklyn, N. Y., is presi- 
dent of the National Marine League of the 
United States of America; A. A. MacKinnon, 
Brooklyn, N. Y., is vice-president, and Capt. J. 
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A. H. Dressel, New York City, who was in 
charge of the exposition, is general superintend- 
ent. 





SPEAKERS g HONOR MEMORY OF 
GEORGE WESTINGHOUSE. 


At a meeting at the Westinghouse Club, Wil- 
kirsburg, Pa., Oct. 6, to commemorate the 74th 
birthday of the late George Westinghouse, Col. 
H. G. Prout, a life-long friend of the inventor, 
told of his personal attributes and many achieve- 
ments. The speaker was introduced by E. M. 
Herr, president of the Westinghouse Electric & 
Manufacturing Co. The purpose of the talk was 
to give a picture of the individual, bringing for- 
ward his principal characteristics, physical, in- 
tellectual and spiritual. To that end quite a 
number of anecdotes were introduced and also 
some reminiscences contributed by some of the 
oldest foremen in the employ of the companies, 
showing how human Mr. Westinghouse was and 
how close his sympathy with the men in his 
employ. An effort was made to indicate the 
great outstanding qualities of imagination, forti- 
tude, persistence and energy, and a striking pic- 
ture was given of his enormous productive ca- 
pacity, as shown by the great number and variety 
of his inventions and also by the great number 
of concerns he organized and carried on simul- 
taneously. 





SUPPLY JOBBERS’ ASSOCIATION TO 
MEET IN CLEVELAND. 


The semi-annual meeting of the Electrical 
Supply Jobbers’ Association will be held Nov. 
17-19, at Cleveland. During the convention head- 
quarters will be maintained at the Hotel Cleve- 
land. 





NEW YORK SECTION, A. 1. E. E,, TO DIS- 
CUSS POWER PROBLEMS. 


Because the date for holding the regular 
monthly meeting of the New York Section, 
American Institute of Electrical Engineers, falls 
on Nov. 26, the evening following Thanksgiving 
Day, it has been decided to postpone the meet- 
ing until Friday evening, Dec. 3. The subject 
to be considered is the “American Power Prob- 
lem,” and it will be a joint meeting with the 
Metropolitan Section of the American Society 
of Mechanical Engineers. 





NEBRASKA COMMISSION IS GIVEN IN- 
CREASED POWERS. 


By a vote of the people taken at a special elec- 
tion held last month citizens of Nebraska adopted 
41 amendments to the state constitution. The 
commission regulating public utilities of the state 
is given largely increased powers under the 


amendment. One provides that every public 
utility corporation or common carrier doing busi- 
ness in Nebraska shall report, under oath, to the 
commission on all such matters as it may require. 
The purpose of this is to facilitate public regula- 
tion. It was opposed by municipal ownership — 
advocates because this will enable the commis- 
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sion to do what has long been deemed desirable ; 
that is, to require municipally owned corpora- 
tions to make reports on the same forms which 
experience has shown the commission are neces- 
sary from all utilities in order that a truthful re- 
port of their operations may be available for pub- 
lic inspection. The amendment carried by a vote 
of four to one. 

Another important amendment to the constitu- 
tion creates an industrial commission much after 
that of Kansas, which is intended to provide a 
means by which strikes may be prevented in the 
public service or wherever the welfare of the 
public is involved. The commission will have the 
power to investigate, require the submission to 
it of all such controversies where the public serv- 
ice is endangered, and is given the right to de- 
termine the issues of the controversies. 





MEETING OF A. I. E. E. TO BE HELD IN 
CHICAGO. 


The regular Noveniber meeting of the Ameri- 
can Institute of Electrical Engineers will be held 
at the City Club, Chicago, Nov. 12, under the 
auspices of the protective devices committee. 
The electrical section of the Western Society 
of Electrical Engineers has been invited to 
participate in the proceedings. The following 
papers will be presented: “Lightning Arrester 
Spark Gaps,” by Chester T. Allcutt; ‘Life and 
Performance Tests of Lightning Arresters,” by 
N. A. Longee; “Studies in Lightning Protection 
on 4000-Volt Circuits,” by D. W. Roper, and 
“Electrostatic Condensers,” by V. E. Goodwin. 





SMALL STOCKHOLDERS IN A. T. & T. 
CO. RAPIDLY INCREASING. 





CCampany Has Wider Distribution of Ownership 
Than Any Other Corporation—One-fourth of 
Employes Are Stockholders. 


H. B. Thayer, president of the American Tele- 
phone & Telegraph Co., New York City, sent out 
the following statement to the stockholders of 
the company on Oct. 15: 

“That the ownership of the American Tele- 
phone & Telegraph Co. is becoming more and 


- more national and representative is shown by 


the latest analysis of the records of stockholders 
of the corporation. Not only are the propor- 
tions of stockholders in the various sections of 
the country becoming more equalized but the 
proportion of small stockholders is increasing 
rapidly. Of all American corporations this com- 
pany is third in the amount of stock outstanding, 
but it is first in number of holders of common 
stock. Of the big corporations it has, perhaps, 
the widest distribution of ownership. and the 
smallest average holdings per stockholder. There 
are now over 135,000 recorded owners of the 
company’s stock and the average holdings are less 
than $3300. 

“Another interesting development is the en- 
trance in the last four years of a large body of 
employe stockholders. Under an easy payment 
plan which the company announced to employes 
Jan. 1, 1915, and an extension to this plan in 
March, 1916, over 23,400 of those purchasing 
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shares continue to hold stock. On Dec. 1, 1919, 
a new offer of stock was made under which any 
employe of at least one year’s service could pur- 
chase a limited number of shares, paying for them 
at the rate of $3 per share per month. This offer 
has proved very popular; 46,126 employes in 
August, 1920, were making payments on 184,580 
shares, an average of four shares each. It is 
probably that 25% of the stockholders will be 
employes and 25% of the employes will be stock- 
holders when the employes now purchasing stock 
finish paying their installments.” 





CHICAGO CAMPAIGN TO CONSERVE 
COAL THIS WINTER. 


The Chicago Association of Commerce made 
its first move last month in a campaign to get 
that city through the winter months without 
serious suffering from lack of coal in homes 
and factories. With this object in view the coal 
committee of the association decided to designate 
Sept. 25 as “Coal Tag Day” to impress upon the 
people the necessity of saving coal. To make the 
appeal popular 150,000 tags were printed, minia- 


Save “ 
Electricity ! 


We must 


SAVE 
he 


FF hicaa, 





ASSOCIATION OF 


_ Used bv Chicago Association of Commerce in Effort 
to Save Coal. 


ture coal scuttles being inscribed on one side 
with the words, “Save Electricity. We Must 
Save Coal,” and on the other side, “Save Gas. 
We Must Save Coal.” The distribution of the 
tags was made through 1000 boy scouts stationed 
at street intersections in the loop and at fre- 
quented corners throughout the city giving the 
tags free to passersby. Another method of dis- 
tribution was through the industrial companies 
of the city, manufacturing and other plants, that 
are big users of coal for light and power. 

From the comment of those who were tagged 
it was clear to those who studied the undertaking 
that the lesson was being driven home, and that 
the public generally was really impressed with 


-the seriousness of the situation and the necessity 


of everyone helping in its solution. 





DATA ON ELECTRIC MOTOR TRUCKS 
IN NEW YORK CITY. 


Statistics presented in chart form at the elec- 
tric vehicle division of the New York Elec- 
trical Show indicate that electric motor trucks 
enjoy long lives, at least in New York City. For 
example, there are five of these vehicles owned 
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by the Tiffany & Gorham companies which have 
been in regular service for over 22 years. In 
the metropolitan district there are 74 electric 
trucks 15 years old and still going. Ten-year 
service records are held by 395 trucks, while 
2448 are five years old and 2889 are now four 
years old. 2 

As there are now a total of 4475 electric motor 
trucks in the metropolitan district, the figures 
from which the above are taken mean that over 
half of them have been in service for five years 
and approximately 65% of the total have been 
in service from 5 to 22 years. Another interest- 
ing fact shown in the statistics is that in the last 
17 years the cost of electrical energy for charg- 
ing batteries of electric trucks in the metropolitan 
district has decreased 60%, while in the same 
period the price of gasoline has advanced 155%. 





GEAR MANUFACTURERS TO DISCUSS 
STANDARDIZATION. 


Standardization and costs are closely related, 
and for this reason will be the principal subjects 
discussed at the semi-annual meeting of the 
American Gear Manufacturers Association, to 
be held at Monhonk Lake, N. Y., Oct. 27-29. 
Among the speakers will be P. G. Agnew, secre- 
tary of the American Engineering Standards 
Committee, and Calvin W. Rice, secretary of the 
American Society of Mechanical Engineers, both 
of whom will speak on “Standardization”; C. L. 
Collins, president of the Reliance Electric & En- 
gineering Co.,-and past president of the Electric 
Power Club, whose subject will be “Industry 
Organization,’ and Christopher’ Haigh, super- 
visor of costs, General Electric Co., who will 
describe the “Machine Rate Method of Distribut- 
ing Expense.” At a banquet to be held Oct. 28, 
Charles W. Woodward, vice-president of the 
Hydraulic Pressed Steel Co., will speak on “The 
Human Element in Industry.” 





HYDROELECTRIC PLANT TO BE CON- 
STRUCTED IN ARIZONA. 


One of the largest hydroelectric and irrigation 
projects in the Southwest is to be undertaken 
near Planet, Ariz., by. the Stone Consolidated 
Copper Co., as shown by surveys which it has 
just filed with the state authorities. It is planned 
to construct a dam across the Big Williams fork 
of the Colorado river at a point near Planet and 
to impound a sufficient supply of water to irri- 
gate 276,000 acres of desert land. The storage 
- supply of water also will be used for generating 
electric power for operating the mines and in- 
dustries of a big scope of territory. The Stone 
Consolidated Copper Co. has been at work on its 
preliminary plans for the project for some time 
and construction work will be started soon. 





NORWEGIAN TELEPHONE COMPANY 
ORGANIZED BY AMERICANS. 


The International Western Electric Co. has 
completed the organization of a Norwegian cor- 
poration to handle all of its Scandinavian busi- 
ness. It will be known as the Western Electric 
Norsk Aktiesekskap. Its headquarters are lo- 
cated in Christiania. E. A. Brofos, who has 
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been representing the Western Electric Co. in 
Northern Europe for several years, has been ap- 
pointed manager of the new concern. The Nor- 
wegian company has already succeeded in secur- 
ing several large contracts. One of them covers 
the supply and installation in Christiania of a 
full automatic telephone system consisting of 
31,000 subscriber lines. It has also closed nego- 
tiations for the installation of an automatic sys- 
tem in Copenhagen for the Danish government. 





SCHENECTADY SECTION HEARS PA- 
PER ON ICE PROBLEMS. 


“Some Ice Problems and Their Solutions” was 
the title of a paper read before the Schenectady 
Section, American Institute of Electrical Engi- 
neers, Oct. 15, by John ‘Murphy, electrical en- 
gineer, Dominion of Canada, Department of 
Railways and Canals, Ottawa. He demonstrated 
by means of motion pictures experiments show- 
ing how anchor ice is formed and how hydro- 
electric plant operators carr overcome the conse- 
— difficulties by the proper application of 

eat. 





SALT LAKE CITY CHOSEN FOR 1921 
CONVENTION, A. I. E. E. 


Announcement has been made by the board of 
directors of the American. Institute of Electrical 
Engineers that the 1921 annual convention of 
the association will be held jointly with the Pa- 
cific Coast convention at Salt Lake City, Utah, 
during the week commencing June 20. The prin- 
cipal argument in favor of combining the two 
conventions, as advanced at the Portland (Ore.) 
convention in July last, was the desirability of 
bringing the eastern and western members of 
the Institute together occasionally for an inter- 
change of ideas, instead of holding the annual 
convention in the eastern portion of the country, 
attended by very few of the far western mem- 
bers, and the Pacific Coast convention, attended 
by only a few eastern members. 








COMING CONVENTIONS. 


Electrical Supply Jobbers’ Association of the Pacific 
Coast. Quarterly meeting, Del Monte, Cal., Oct. 21-24. 

National Association of Railway and Utilities Com- 
missioners. Annual convention in the board room of 
the Interstate Commerce Commission, Washington, 
D. C., Nov. 9-12. : 

American Institute of Electrical Engineers. Meeting 
in Chicago Nov. 12 under auspices of the Protective 
Devices Committee. Secretary, F. L. Hutchinson, 33 
West 39th street, New York City. 

Electric Power Club. Fall meeting. Hot Springs, 
Va., Nov. 15-18. Headquarters, Homestead Hotel. Sec- 
retary, C. H. Roth, Adams and Loomis streets, Chicago. 

Electrical Supply Jobbers Association. Semi-annual 
meeting, Cleveland, Nov. 17-19. Headquarters, Hotel 
Cleveland. Secretary, Franklin Overbagh, 411 South 
Clinton street, Chicago. 

Southeastern Geographic Division of the National 
Electric Light Association. Annual convention, Miami, 
Fla., Nov. 17-19. Secretary, Charles A. Collier, At- 
lanta, Ga. 

Jovian Order. Annual convention, St. Louis, Nov. 
25-26. Headquarters, American Hotel Annex. 

American Institute of Chemical Engineers. Winter 
meeting, New Orleans, La., Dec. 6-9. Headquarters, St. 


Charles Hotel. Secretary, John C. Olsen, Polytechnic — 


Institute, Brooklyn, N. Y. 
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COMMERCIAL PRACTICE 






New-Business Methods, Policies, Rates and Kindred Central-Station Matters for the 
Man Engaged in Selling Electricity 








PUBLICITY CAMPAIGN FOR THE 
ELECTRICAL INDUSTRY. 





National Electric Light Association Inaugurates 
General Good-Will Campaign—Co-operation 
of Electrical Manufacturers Assured. 


Among the problems facing the electric light 
and power industry today are those of finance and 
regulation. Executives and influential men in- 
timately associated with and deeply interested in 
the electrical industry invariably state that the 
present single outstanding need of the electric 
light and power industry is the securing of ade- 
quate financial support for extensions of plant 
and transmission equipment. With this end in 
view conferences with investment bankers, in- 
surance companies, electrical manufacturers and 
the press have resulted in the beginning of a na- 
tional campaign of information and education 
which it is expected will produce satisfactory 
results. 

The electric light and power companies are 
in the hands of the public; they are in a peculiar 
position, as they are dependent upon the pub- 
lic for patronage and at the same time rely 
upon such patronage to fix the rates they can 
charge for service and to frame the rules and 
regulations under which they shall give service. 
This power of the public is vested in state or 
municipal regulatory bodies. In the United 
states, 45 of the 48 states have regulatory com- 
missions, practically all of which are empowered 
to control both the service and rates of electric 
light and power companies. These commissions 
invariably act for what they consider to be the 
best interests of the public. In this they neces- 
sarily are governed by the wishes of the public 
as they, the commissions, interpret them. 


The solution of the problem, therefore, is fun- 
damental. It is the enlightenment of the public 
so that it will understand not only generally, but 
specifically, every important phase of the electric 
light and power industry. With this object in 
view the National Electric Light Association has 
inaugurated a campaign to acquaint the general 
public and present and prospective stockholders 
of utility securities with every element of the 
electric light and power industry. A campaign 
extending over at least a year has been de- 
vised and a figure known as “Kilo Watt” adopted 
for use in pamphlet form, or for general adver- 
tising, as a medium and point of contact with 
the housewife and householder. The first six 
of this series of pamphlets have been prepared 
and sent out with a plan of campaign, together 
with three other pamphlets defining some of the 
terms and facts regarding the electrical indus- 
try. 


PAMPHLETs DESIGNED TO AROUSE INTEREST OF 
CUSTOMERS, 


It is suggested that electric light and power 
companies should use both the “Kilo Watt” 
pamphlets and those entitled “Everyday Elec- 
trical Terms and Usage” and “Facts Every User 
of Electricity Should Know” in a simultaneous 
campaign to educate the public. The two latter 
pamphlets are designed to be placed upon the 
information counter and handed out by the in- 
formation clerk whenever it is possible to arouse 
the interest of a customer in the terminology and 
practices of the electric utility. To supplement 
the campaign, many companies will find it ad- 
visable to publish each pamphlet as a paid ad- 
vertisement in the local newspapers at the same 
time it is sent out to customers. 

The “Kilo Watt” series so far distributed runs 
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from Chapter 1 to 6. Another series will follow 
dealing with work done, financing, water power, 
cost of operation, taxation, regulation, securities 
and kindred subjects. The purpose of the “Kilo 
Watt” pamphlets is to set the stage with the 
first six of the series by appealing to the house- 
wife and householder in a manner in. which 
they can understand and appreciate electric serv- 
ice and the electrical terms which are explained 
therein. It is hoped by this means to arouse their 
interest and get them accustomed to receiving 
a copy of a “Kilo Watt’ pamphlet each month, 
so that with the second series of six it will be 
possible to use “Kilo Watt” to carry to consum- 
ers the real financial and’ good-will problems of 
the electric light and power industry. 

With this campaign as a basis, and yet entirely 
separate and distinct from it, the manufacturers 
of electrical equipment, apparatus and appliances 
are about to start a national campaign of co- 
operation with the electric light and power indus- 
try to the end that public good-will may be fos- 
tered and the public utilities commissions upheld 
in their efforts to give fair treatment to public 
utilities. In this connection there has been or- 
ganized a manufacturers advertising committee 
as a subcommittee of the Public Relations Sec- 
tion of the National Electric Light Association. 





UTILITY COMPANY OFFERS PRIZES 
TO OKLAHOMA STUDENTS. 


An ad-writing and feature-story contest, for 
which prizes to the amount of $150 have been 
provided by the Oklahoma Gas & Electric Co., 
has been opened to students in advertising and 
news-writing in the school of journalism at the 
University of Oklahoma. The contest began 
Oct. 8 and will last ten weeks. Advertisements 
and feature stories. adapted to the use of public 
utility companies will constitute the basis of the 
contest. Weekly prizes for the winners in each 
group will be given, and at the end of the con- 
test the student who stands highest as an ad- 
writer, or as a feature writer, will be given one 
of the two $so grand prizes. 

Advertising men and editors of Oklahoma City 
have been selected as judges for the contest and 
the winning ads and stories will be published in 
a number of Oklahoma newspapers. The con- 
test is being conducted jointly by members of 
the faculty of journalism of the University of 
Oklahoma and representatives of the Oklahoma 
Gas & Electric Co. 





LECTURES ON DEVELOPMENT IN THE 
ELECTRICAL INDUSTRY. 


Non-Technical Employes of Electrical Industries in 
Louisville Given Opportunity to Attend 
Educational Classes. 


A series of lectures is to be given in the En- 
gineers and Architects Club room, Louisville, 
Ky., for the benefit of non-technical employes of 
the electrical industries of that city. The lec- 
tures are under the joint direction of the Electric 
Club of Louisville and the Engineers and Archi- 
tects Club. The privilege to participate and the 
benefits of this course are being extended to any 
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person interested in the development and prog- 
ress of the electrical industry. The cost to 
members of directing clubs is $1.50 and to non- 
members $3. 

The following is the schedule arranged: Oct. 
25, “Generating and Substation Equipment for 
Light and Power,” by E. D. Wood, Louisville 
Gas & Electric Co.; Nov. 1, “Distribution Sys- 
tems,” by G. M. Miller, Louisville Gas & Elec- 
tric Co.; Nov. 8, “Interior Wiring for Light and 
Power. Wiring Devices, Wires and Cables,” by 
Ek. C. Thirlwell, Marine Electric Co. and E. C. 
Kopf, Kentucky Actuarial Bureau; Nov. 1 

“Meters and Instruments,” by G. W. Schafer, 
Louisville Gas & Electric Co., and G. T. Bogard, 
Kentucky Utilities Co.; Nov. 22, “Selling Elec- 
tricity,” by W. D. Myers, Louisville Gas & 
Electric Co., and G. T. Bogard, Kentucky Utili- 
ties Co.; Nov. 29, “Incandescent Lamps and In- 
terior Lighting,’ by J. B. Riley, Franklin Elec- 
tric Co.; Dec. 6, “Motors and Industrial Con- 
trol,’ by S. B. Storm, Marine Electric Co., and 
W. D. Myers, Louisville Gas & Electric Co. ; Dec: 
13, “Railway Substations and Car Equipment,” 
by F. H. Miller, Louisville Railway Co.; Dec. 
20, “Administration,” by L. B. Harrington, Ken- 
tucky Utilities Co. 





BOOKLET DESCRIPTIVE OF SERVICE 
INSTALLATIONS. 


The United Electric Light & Power Co., New 
York City, has issued a booklet illustrating some 
of the diversified types of buildings, industries 
and factories which that company is supplying 
with electrical energy. The booklet is com- 
posed of advertisements now appearing in the 
daily press. 
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A Department Devoted to Various Problems Relating to the Installation, Operation and 
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INSTALLING TRANSFORMER ABOVE 
ROOF OF A SHED. 





Temporary Derrick Rigged With Timbers and Rope 
Tackle Facilitate Difficult Con- 
struction Job. . 


By ArTHUuR S. NICKERSON. 

The hanging of a transformer on a wall above 
the roof of a shed was accomplished by the 
use of the temporary rigging shown in the ac- 
companying sketch. The transformer was lifted 
from the ground by both tackles, 4 and B, then 
the weight was all taken on B and the strap on 
tackle A was moved up close to the strap on 
tackle B. The fall line on B was then tightened 
to carry the weight while the strap on tackle B 
was moved towards the wall. This process was 
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Rig for Handling Transformer Over Roof of a Shed. 


repeated, walking the straps across the timber 
over the shed roof, until the transformer was in 
position opposite the supports. It was then an 
easy matter to finish the job of installation and 
complete the connection. The sketch shows the 
conditions existing while the load is being shifted 
from tackle A to tackle B. 





EXAMINATIONS IN PORTLAND FOR 
SUPERVISING ELECTRICIANS. 





Theoretical and Code Questions Must Be Answered 
and Actual Mechanical Skill Must Be 
Demonstrated. 


Under the provisions of the electrical code of 
the city of Portland (Ore.), every electrical 
contracting concern doing work in that city is 
required to have a registered supervising elec- 


trician whose certificate from the bureau of 
buildings empowers him to countersign applica- 
tions for electrical permits. In each case the 
supervising electrician may be a member of the 
contracting concern or one of its employes. 

The certificate of registration as a supervising | 
electrician is issued after the applicant has passed 
an examination conducted by the board of ex- 
aminers which is composed of three members 
who are appointed by the mayor. The contract- 
ing concern pays a license fee of $50 for the first 
year and $25 annually thereafter. The super- 
vising electrician pays an examination fee of 
$10 and a registration fee of $1. 

Examinations are held quarterly, and require 
the answering of code questions without books 
or other aids, the working out of problems for 
which any text books may be used and practical 
work in the laboratory and shop. Grades of 40, 
20 and 40%, respectively, are assigned to the 
three portions of the examination. The applicant, 
in order to be entitled to a certificate, is required 
to pass with a standing of at least 70%. 


TypicaAaL EXAMINATION FOR SUPERVISING ELECc- 
TRICIAN IN PORTLAND. 


In the examination held this summer the code 
questions, problems and practical work submit- 
ted were as follows: 


Code Questions.— 

(1) If you had two electrical systems to install— 
one a 110-220-volt three-wire system and one a 1000- 
volt two-wire system—would you use the same rubber- 
covered wire to install these systems? Explain why. 

(2) In attics reached by scuttle holes, how must 
circuit wires be installed when they run within 4 ft. 
of these holes? 

(3) How must an electric heating device of over 
600 watts capacity be attached to a circuit? 

(4) By what must each motor and its starting device 
be protected and controlled to conform to the code? 

(5a) How many two-wire circuits, without specia} 
permission, may be placed in the same iron conduit, 
leaving out of consideration stage pockets and border 
circuits ? 

(5b) How many braids must a single rubber-covered 
wire of No. 8 B. & S. gauge have to make it comply 
with the requirements for a conduit installation? 

(6) How deep does a cabinet have to be to conform 
to the code when a double-throw three-pole knife 
switch is used to start a three-phase motor? 

(7a) Where do porcelain or insulated- chain pull 
sockets have to be used? 

(7b) When do metal cabinets or main services have 
to be grounded? 

(7c) How should the ground wire be installed to ~ 
conform to the code? 

(8) How must oil transformers be installed inside 
a store or factory building? 

(9) What controls the size of the fuse in a branch 
circuit? ; 

(10a) Explain how you would install a combination 
gas and electric fixture on a metal ceiling. 

(10b) Same for straight electric outlet having» a 
gas stub. 

Problems.— 

(1) Calculate the size of wire to be used for the 

following motors : 








656 ELECTRICAL REVIEW 


(a) One 10-hp., 220 volt d-c. motor of 60% efficiency. 

(b) One 5-hp., 110-volt three-phase, 60-cycle induc- 
tion motor of 50% efficiency. 

rs all cases the results are to conform to the city 
code. 

(2a) What size of rubber-covered wire-in conduit 
should be used to conform to the requirements of the 
city code with an allowable drop to the farthest lamp 
of two volts, the load consisting of 42 incandescent 
lamps which take one ampere each? The distance is 
200 ft. on a single-phase two-wire system. 

(2b) Same on a three-wire, 110-220-volt d-c. system. 

(3) Define “Ohm’s law” complete with formula and 
give examples, 

(4) Given ten circuits of sixteen 40-watt lamps at 
a distance of 110 ft. from service entrance, ten circuits 
of 20-ampere 110-volt electric heaters at a distance 
90 ft. from the service entrance, two 5-hp. 230-volt d-c. 
motors at a distance of 150 ft. from the service en- 
trance—all to be connected to a three-wire system with 
individual circuits to be run from one center of dis- 
tribution—specify the following: 

(a) Minimum capacity of main service feeders in 
amperes. 

(b) Minimum capacity of sub-feeders in amperes. 
Practical Problems.— 

(1) Draw a diagram of a master control on a two- 
wire service, wiring in two sets of three ways on two 
separate circuits. 

(2) Do the same on a three-wire service. 

(3) Bending and fitting conduit to a surface. 

(4) Wire in a combination outlet complete, con- 
trolled by a two-point electrolier switch. 

(5a) Connect up a shunt-wound motor to a rheostat 
and reverse the motor. 

(5b) Explain the difference between shunt, series 
and compound-wound motors. 





INSPECTION DEPARTMENT INTER. 
PRETS VARIOUS RULES. 


Proper Consideration Should Be Given When Paral- 
leling Conductors of Unequal Size and 
Equal Length. 


The September bulletin of the bureau of elec- 
trical inspection of the city of Chicago contains 
a number of valuable comments relative to elec- 
trical construction work. The following quota- 
tion relates to interpretations to be placed on a 
recently adopted “safety switch” rule: 


“The new rule on the safety-type switch contemplates 
the use of this switch wherever it is practicable to use it. 
In apartment buildings and residences a safety-type 
service switch should always be provided, the branch- 
circuit cutouts being placed in a separate cutout box. 
The same ruling applies to other installations of both 
light and power. 

“Distribution centers consisting of one main line 
switch and a number of branch cutouts (either not 
switched or provided with snap switches) should have 
a switch of the safety type with the cutouts in a sep- 
arate inclosure. Distribution centers consisting of one 
main-line switch and a number of smaller branch- 
lighting-circuit knife switches do not require the safety- 
type switch. Where distribution centers consist of a 
number of large switches the safety-type switch should 
be used where there are three switches or less. Where 
there are more than three switches a panelboard or 
switchboard in a standard cabinet may be used. 

“In the case of apartment buildings with one circuit 
to an apartment a safety switch may be used for each 
apartment up to and including three switches, and such 
switches will be accepted as service switches. Where 
there are more than three circuits a main-line service 
switch of the safety type must be provided with a sep- 
arate cabinet for the fuses, 

“Until Jan. 1, 1921, old-type knife switches moved 
from one location to another within the same building 
will be accepted by the department provided they are of 
standard construction and in good condition. The same 
ruling applies where a concern moves its apparatus 
from one building to another at a different location. 
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After Jan. 1, 1921, new work installed in the above de- 
scribed locations must have the safety-type switch.” 


The following quotation calls attention to a 
mistake frequently made in paralleling conductors 
where capacities are needed in excess of those 
for which single cables are available: 


“Contractors occasionally make the mistake of at- 
tempting to parallel cables of large capacity and of 
unequal size on a basis of their rated carrying capacity. 
Where wires are run in parallel the current will divide 
in proportion to the cir. mil area of each cable and not 
in proportion to their rated carrying capacity. As an 
example: The rated carrying capacitv of 1,000,000-cir. 
mil cable is 650 amperes, and of 500,000-cir. mil cable is 
400 amperes. If two cables of the above capacities 
were paralleled with a current of 1050 amperes (their 
combined carrying capacity) the 1,000,000-cir. mil cable 
would take 700 amperes and the 500,000-cir. mil cable 
350 amperes. The 1,000,000-cir. mil cable will therefore 
be overloaded, 

“Where it is necessary to parallel wires on three- 
phase systems the wires should be so grouped that there 
will be a complete set of phase wires in each conduit. 
If two wires are paralleled up one phase, there would 
be two cenduits with a set cf three-phase wires in each. 
If three wires are paralleled on each phase there will 
be three conduits with a set of three-phase wires in 
each. At each end of the conduit run, all the wires 
should be brought together in a common junction box.” 





HAZARDS OF PRIVATE LIGHT PLANTS 
POINTED OUT. 


Wisconsin Industrial Commission Recommends That 
National Electrical Code Be Followed in 
Low-Voltage Construction. 


Installations of low-voltage farm-lighting plants 
are growing rapidly in number, and the Wiscon- 
sin Industrial Commission has seen fit to issue a 
bulletin and a leaflet dealing with the question of 
safety of these equipments. The leaflet points 
out the fact that such installations should be in- 
stalled only by competent persons and only in a 
substantial and workmanlike manner. The fol- 
lowing quotation is taken from the leaflet: 


“Because of prohibitive expense only a few nearby 
farmers can connect with city plants; others must de- 
pend on private plants for electric light, heat and 
power. These systems are of low voltage and the dan- 
gerous theory is quite common that therefore they are 
free from life and fire dangers. Neither of these dan- 
gers depend solely on voltage. A strong, well man may 
survive a severe electric shock; a slight shock may be 
fatal to one with a weak heart. Standing on a dry 
floor or a rubber mat, it may be safe to touch a knife 
switch or a brass socket; standing on a wet floor or in 
a bath, this is dangerous. 

“In a building where there is nothing to burn, poor 
wiring may do no harm. Such is not the case in farm 
barns particularly. The dampness of the stock barn is 
destructive to wire insulation,’and a short-circuit may 
at any time ignite the gathered cobwebs. In the hay- 
loft hay, straw, cobwebs and dust are usually in contact 
with wires, fixtures and uninclosed switches and fuse 
blocks. Under these conditions the slightest electric 
trouble may cause a disastrous fire. Conduit wiring is 
advisable in barns. All work should be done in strict 
conformity with the National Electrical Code. This is 
the standard throughout the land, and the legal stand- 
ard of this state. 

“Farmers can do no better than to purchase these 
plants, installed, from some known, reputable dealer, 
under contract that all work comply with said code. A 
reputable dealer cannot afford to let either death or fire 
come back to plague his conscience because of incom- 
petent work. Shun the man who tells you that these 
plants are free from danger and that expert knowledge 
is not needed to install them. Mr. Farmer, your build- 
ings house ever-increasing values. You are not pre- 
pared to fight fire. Prevention is your only protec- 
tion.” 
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CONTRACTOR-DEALER 


An Exchange of Ideas and Experiences on Advertising and Selling Methods, and Store- 
keeping for the Dealer in Electrical Goods 








LIGHTING DISPLAY ARRANGED FOR 
HALLOWEEN WINDOW. 





Show Window of Electrical Store Suggests Harvest 
Festival Spirit, With Necessity for More 
Lamps During Long Evenings. 


To a number of contractor-dealers who like to 
have their window displays reflect each event and 
season, the Hallowe’en spirit suggests lights and 
shadows—plenty of lamps and autumn colors. 
This event also suggests the end of the warm sea- 
son and the coming of winter with its long eve- 
nings and necessity for more lights and comfort 
engendered by the electric heater. 








Hallowe’en Window Display Prepared by Haenig Electric 
Co., Springfield, III. 


The window display shown herewith was 
dressed by the Haenig Electric Co., Springfield, 
Ill. In this window a goblin lighting effect was 
obtained by the flashing of colored lamps in- 
stalled inside the pumpkins and from hidden 
head and footlights. A bank of white Mazda 
lamps dominated the display from a central 
position. 


SOME SPECIALTIES SUITABLE FOR 
HOLIDAY TRADE. 


Boudoir lamps, telephone covers and tea 
cosies are being made up in forms of decorative 
dolls gaily and handsomely gowned. A doll 
20 ins. high and gaily gowned in silk or -satin 








may be a boudoir lamp with the lamp con- 
cealed under a little silken parasol. Perhaps 
the silken gown itself may be the lamp shade 
and the dolly standing so demurely upon the 
dressing table may glow with rosy light at the 
pressure of a button. The idea of doll lamps is 
of French origin, but the products as seen in 
electrical stores are of American manufacture. 





PORTRAYAL OF TWO SIDES OF THE 
FIXTURE BUSINESS. 





Speaker at National Contractor-Dealer Convention 
Cites Examples of Dealer Who Profits and 
One Who Fails in Fixture Trade. 


During the recent national convention of con- 
tractor-dealers in Baltimore, J. L. Wolf, secretary 
of the Lighting Fixture Dealers’ Society of 
America, punctuated his address on “The Proper 
Handling of Fixture Sales” by relating the ex- 
periences of two dealers. One of these deal- 
ers made a success of the business which he 
is still conducting profitably. The other failed, 
although he did three times as much business 
on three times as much capital as the success- 
ful dealer. 

The first dealer mentioned by Mr. Wolf was 
operating on $10,000 capital. He did a business 
of $35,000, from which he realized $7500 net 
profit in one year. His was a fixture business 
only. He employed a middle-aged clerk who 
also acted as bookkeeper, shipping and receiv- 
ing clerk and salesman for a salary of $40 a 
week. The dealer himself managed the busi- 
ness, was chief salesman and allowed himself 
$50 a week. Two workmen who did the assem- 
bling, wiring and hanging of the fixtures in- 
creased the force to four. 

Medium-priced fixtures comprised most of - 
the sales of the successful dealer. His method 
of pricing was to take the cost price of the 
fixtures, add the cost of sockets, wiring, hang- 
ing, etc., and add 16624%. He carried $5000 
worth of fixed-up stock and by this method was 
enabled to keep his work uniform and note 
parts that were short before they were actually 
needed. By having his motor truck always 
carry a complete extra set of parts and fittings 
he was able to finish a job in one trip. He as- 
sembled very few goods but bought complete 
except for sockets and wiring. 

The other dealer mentioned by Mr. Wolf was 
doing a business of $108,000 on $35,000 capi- 
tal, but earned only $3000 net profits. In the 
beginning this dealer bought his fixtures com- 
plete but soon decided he could make them up 
cheaper. Business increased and the kind of 
make-up work he had undertaken was neces- 
sarily increased. Still this dealer continued 
as formerly to sell his goods marked up 100% 
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without taking into consideration the increased 
His prices resulted in his re- 
ceiving a run of orders for the lines for which 


overhead costs. 


he undersold competitors, while orders for the 


Financial Side of Electric Retailing a Subject No Contrac- 
tor-Dealer Can Afford to Neglect 
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higher-priced fixtures were few and far be- 
tween. This low net profit on the total amount 
of business done eventually caused the dealer 
to fail. 
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Caution Necessary to Insure Reasonable Stock Turnover — Selection of 
Goods Important—Sound Business Methods Assure Ready Banking Credit 


By GEORGE J. KIRKGASSER 


Present conditions in a few lines such as auto- 
mobiles, trucks, tires, etc., are somewhat un- 
settled. But in other fields this is not the case. 
One cardinal rule of successful merchants is 
quick turnover, the purchase of goods in com- 
paratively small lots at frequent periods. How- 
ever, in all cases sufficient stock is carried in 
the store to indicate prosperity and make the 
customer feel free and confident to buy from 
the choice offered. 

To purchase big stocks increases the invest- 
ment and requires larger loans from the bank. 
A shoe retailer in a small neighborhood had an 
amateur salesman suggest to him one day that 
he ought to buy his rubber heels by the car- 
load in order to get the lowest price. Imagine 
how long that money would be tied up when 
this particular retailer sold on an average only 
six pairs of rubber heels a day. 

Yet, because a merchant’s first object is to 
have stock for sale he cannot in these times 
of inadequate railroad transportation take a 
chance of not having some lines on hand. He 
therefore compromises, ordering neither extra 
large amounts nor yet in such small quantities 
as to be without some lines at times. 


SELECTION OF MERCHANDISE INFLUENCE TURN- 
OVER TO GREAT EXTENT. 


How many times do we still see merchants 
in all lines being influenced to buy goods simply 
- because a 5% greater discount is offered. Take 
the case of electric flatirons. The well-known 
and advertised makes move fast, yet we see 
dealers stocking up sometimes with unknown 
makes because a profit of 40% or more may 
be offered. 

If it costs 25% to do business, and some stand- 
ard makes of flatirons carrying 35% discounts 
are bought four times a year and moved out 
of the store as many times, the profit is really 
four times the 10% difference between the dis- 
count and the cost of doing business. In other 
words, the profit is 40%, and the money is 
tied up only for short periods, which is an ad- 
vantage when borrowing. money. 

If the flatiron with 40% discount does not 
move as fast, and is turned over twice a year, 
the profit on each turnover is 15%, or 30% on 
the two turnovers. But with this kind of. mer- 
chandise there is not the same degree of con- 
sumer acceptance, the proprietor or the clerks 
must talk longer and harder to get the. pros- 





pective purchaser to buy, or other means. of 
selling the goods must be used. 
When prices are going up it is well to borrow 
as much money as possible in order to get as 
much merchandise as possible. But when prices 
are threatening to recede and production in- 
creasing, it is particularly advantageous to bor- 
row less and buy in smaller quantities until an- 
other level is reached. Present conditions are 
somewhat between these two points since in many 
lines production has not caught up with demand. 


Borrow1Nc Money Is IMporTANT FUNCTION IN 
MERCHANDISING. 


The electrical dealer, by using up-to-date 
methods of conducting his business, can make 
more money by borrowing from his banker and 
discounting all bills of the jobber or other sup- 
ply sources. As an example, suppose a $700 
bill of goods consisting of wire, tubing, domestic 
appliances, fuses, etc., carries the terms of 2% 
discount in 10 days. Here a saving of $14 is at 
once made and the loan of $700 for a month 
while the goods are being sold costs $4 at a 7% 
rate, giving a clear profit of $10. If a dealer 
buys $21,000 worth of goods during a year he 
can make a saving of approximately 30 times the 
$10, or $300 besides his usual profit. 

Whether it is borrowing money for the above 
purpose or for financing a big job that may take 
time to complete, the contractor or dealer who 
can show that his methods of doing business are 
sound and that a good accounting is kept is the 
one who can most easily secure aid. 

Under present conditions, provisions imposed 
on banks by the Federal Reserve Board make 
it possible to negotiate loans, if the bank has 
funds available, for some purposes and not. for 
others. If the prospective borrower is in a posi- 
tion to take up his note in a given time there 
should be little trouble. This is the case where 
loans are made to purchase goods, machines. to 
help production, etc., but is not the case where 
the money is to be used in purchasing real estate, 
erecting buildings, etc. Where a dealer does a 
considerable time-payment business, a loan is not 
so easily negotiated for the simple reason that 
under present conditions the bank wants to be 
sure that the money it loans will be put to use 
where it will bring a comparatively quick return. 
As the harvest money finds its way into the banks 
of the country loans can be obtained more readily 
for commercial enterprises. an 
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Statements should be sent out regularly the 
first of each month and collections given an im- 
portant place now. It is not well to be so busy 
with getting business that the collections are 
neglected. Cash sales will give you less to worry 
about during periods when steady es cao in 
factories is not assured. 


BOOKKEEPING AND ACCOUNTING NECESSARY TO 
SUCCESSFUL BUSINESS. 


Every contractor-dealer should be able to know 
exactly how his business stands at any time. This 
is as necessary for continued success as anything 
else. A man may be a shrewd buyer, a top notch 
salesman and likeable in every way, but if his 
accounting is slipshod no bank will gamble with 
him. With a fluctuating market careful and 
exact measurement of all transactions is very 
important. That the electrical dealer has seen 
the advantage of this is indicated by the fact 
that Dun’s ratings show that he is no longer 
at the bottom: of the retailers’ list. 

President Nicholson of the National Cost Ac- 
countants’ Association recently made the state- 
ment that mercantile success is fundamentally de- 
pendent upon accurate cost accounting. The 
merchant must know his cost of handling and 
selling goods, as well as the initial cost. Care 
must be taken not to be caught with too much 
stock when prices are declining. Banks are in- 
terested in knowing whether a dealer can render 
a monthly credit and loss and balance sheet. 
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It is a good thing to have the reputation of 
being a careful buyer, but a reputation for shop- 
ping around is not so desirable although by the 
latter methods small savings may be made at 
times on some items. In the long run it is best 
to buy through recognized channels from houses 
of good reputation and sound. business policies. 
The good merchant does not scatter his purchases 
by giving many little orders to scores of job- 
bers and supply houses. Necessarily a number 
of sources must be available, but he prefers to 
be-a big customer rather than a little one. He 
concentrates and in this way he becomes worthy 
of considerable attention by the jobbers who can 
thus offer him services and assistance when neces- 
sary, because his business is something worth- 
while to them. 

The dealer who thus establishes himself is 
often given inside information, prompt delivery, 
advantages in price or choice of selection of goods 
when possible. When his name is mentioned, the 
executives recognize it. Because his business 
is worth having they extend themselves to hold 
it, readily making right any troubles that arise. 
The jobbers’ salesmen from whom he buys will 
spend more time with him and he may often get 
valuable information in this way. If the house 
is a good one he is thus relieved of considerable 
work of shopping around, checking up delivery 
from a score of sources and can devote himself 
more completely to the task of selling and con- 
ducting his own business. 
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HOUUNLADESEAANAGNALADANTU NALA NAAADTNANAAAS AANA NNT AHH ELAN 


Newspaper Advertisements and Window Displays That 
Sell Autumn Electrical Necessities 


Fall Season Suggests Cleaning Time to Housewife Whose Interest Is Thus 
More Readily Quickened in Electrical Conveniences That Promise Relief 


By W. B. STODDARD 


This fall, as never before, the opportunity is 
presented for electrical contractor-dealers to take 
advantage of the house-cleaning season and show 
by window demonstration and newspaper adver- 
tising how electrical appliances can eliminate 
drudgery and do better work than human hands 
and old-time makeshifts. Some dealers are 
making the utmost of this opportunity by forcibly 
attractive windows and advertisements calling 


attention to the labor and time to be saved with . 


the use of the vacuum cleaner, washing machine, 
ironer, dishwasher, etc., carrying out the remind- 
er with the suggestion of further escape from 
fatigue in the use of the toaster, percolator, waffle 
iron and other electric table conveniences. 


CONCENTRATING SALES EFFORTS ON THE VACUUM 
CLEANER. 


The man who blows his horn the loudest is 
the one who will get the business. This means 
more advertising. A glance at some of the 
methods employed by energetic dealers in vari- 
ous parts of the country may suggest how other 
dealers can improve their own service and en- 
liven their displays so as to attract the attention 


that must be gained before many sales are 
achieved. 

At this season of the year cleaning is the 
dominant thought in the mind of the housewife. 
One of the greatest assistants in that kind of 


work is the electric vacuum cleaner. With this 








Vacuum Cleaner Display In Window of Newbery Elec- 
trical Co., Los Angeles, Cal. 
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idea in mind the Citizens’ Light & Power Co., 
Oil City, Pa., came out with the following news- 
paper advertisement headed in big black letters: 


STOP RUINING YOUR RUGS! 


Don’t you know that beating rugs with stiff 
carpet beaters is the worst thing you can do? 
Yet, when the imbedded grit is removed only 
twice a year your rugs lie on the floor for 
months full of the sharp grit, and every time 
you walk on them you grind that grit against 
the soft wool and into the nap. Your carpets 
and rugs have doubled in value since the war. 
This country has no wool to waste on pre- 
maturely worn carpets. The solution is to clean 
them regularly with a vacuum cleaner. It will 
dustlessly beat, shake, sweep and clean all the 
dirt away and keep it from collecting. Clean 
carpets and rugs wear years longer—and bright 
rugs brighten the home. 


One window display that would have fittingly 
co-ordinated with the above advertisement was 
dressed by the Wilmington Electric Appliance 
Co., Wilmington, Del. It showed a large green 
rug sprinkled with white meal. On this rug 
there had been three panels swept with a vacuum 





Mixed Display in Window of Walbridge & Co., 
Buffalo, N. Y. 


cleaner, and at the end of each panel rested the 
cleaner that did the work. The word “Eureka” 
was made to stand out by having the meal swept 
away to form the letters. A large card carried 
the message, “Your wife was not intended to be 
a sweeping machine—let the vacuum cleaner do 
it. It gathers all the dirt and dustlessly cleans 
the rooms. Don’t sidestep—buy this important 
household necessity now.’ Another card sug- 
gested, “Start your household work right today. 
Buy a vacuum cleaner. It keeps the dirt away. 
Demonstration going on inside the store.” 

The Wilmington company took a full-page ad- 
vertisement to give further publicity to its vacuum 
cleaners, offering them on 10-day trials in the 
home, after which they could be purchased by 
the payment of $5 down and $5 a month. Dem- 
onstration week was Oct. 13-18, during which 
time the company gave special demonstrations 
not only of its cleaners, but of all its other elec- 
tric household appliances. 

In Los Angeles, Cal., the Newbery Electrical 
Co. arranged a window display that was very 
much similar to the one in Wilmington except 
that it advertised the Hoover cleaner instead of 
the Eureka. Added interest was given to the 
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Newbery window by the installation of a wax 
figure of a woman in house dress operating the 
sweeper. Black cards with white letters were 
distributed about the display, among the mes- 
sages being, “Mr. Man, if you had to sweep you 
would buy a Hoover,” “Step inside for a com- 
plete demonstration,” “The Hoover increases the 
life of your rugs by removing all sand, dirt, grit, 
straightening up the crumpled nap,” “Pay month- 
ly. A small deposit will put the Hoover in your 
home,’ “Buy the fall bride a Hoover and her 
new home will always be as fresh and clean as 
it is today.” 

CREATING A DESIRE FOR AN ELEcTRIC TOASTER. 


For the dealer who wanted an advertisement 
that would especially “tickle the palate” of the 
reader it would be hard to surpass one inserted 
by the Puget Sound International Railway & 
Power Co., Everett, Wash. At the top of the 
advertisement was shown the picture of a small 
boy eating toast which his mother was preparing 
on an electric toaster. The wording was as fol- 
lows: 

“Mm-m-m, Mother, but this toast is good.” 

There’s a deliciousness to toast made the 
Electric Way that simply can’t be beaten. 
There’s something about the flavor of it—a 


crispy, golden goodness—that you won’t find in 
ordinary toast. 


AN ELECTRIC TOASTER. 
is just what you need to put “pep” into your 
autumn breakfast. It invites the family to par- 


take liberally of the “crunchy” browned squares 
when ordinarily one would eat without an 


appetite. 
rs... & 2. oe. 


An advertisement with such a strong personal 
appeal could well be supplemented by a certain 
window display prepared by the Brooklyn Edi- 
son Co., Brooklyn, N. Y. This company had a 
special toaster sale which it advertised on the 
backs of its monthly electric light bills as well as 
through the newspapers. .A most important 
factor in its publicity campaign, however, was 
this particular window display. 

Suspended from the ceiling in the window dis- 
play was a large card reading as follows: “Elec- 
tric Toaster Sale. $5.55—$2.55 down and $3 with 
your monthly bill. Crisp, Brown, Hot, Delicious 
Toast.” A card on the side wall was emblazoned 
in large letters, “November Toaster Sale,” and 
white ribbons ran from the card to the table on 
which was an electric toaster and a plate of toast. 
Other tables held fancy table lamps with ribbons 
running to the toaster. Other cards lettered in 
white, with a fine line of red, were scattered 
throughout the window bearing such messages 
as, “Toast perfectly made is toast electrically 
made.” ‘Prepare your breakfast toast on the 
dining room table.” “Any lamp socket supplies 
the current.” ‘An electric toaster prepares a 
slice in a minute.” “The little electric toaster 
will prepare 15 slices of delicious, brown toast 
for a cent’s worth of electricity—and it’s sure 
to be hot.” “Toast for all occasions—Toast is 
universally recognized as a breakfast food, but it 
also has its place in the sick room, after-theater 
spreads and luncheons. Electric toast is made 
right at the dining room table with but little 
effort.” Each card gave a reasonfor the toaster. 








tO press.a button on the wall. 


¢ 


October 23, 1920. 


Home comforts of all kinds are more appre- 
ciated in the winter than at any other time, and 
the convenient little electric heater would be even 
more popular than it is today if it were given 
more needed publicity in a way to show its con- 
venience. It does very well to tell what such a 
heater will do, but the best way is to show it. 
That is what John E. Graybill & Co., York, Pa., 
did in a very catchy manner. 

The company fitted up one of its windows to 
simulate a bathroom, including a modern porce- 
lain tub. Near the tub was a wax figure of a 
woman in a silk kimono, her hand reaching out 
Down in front 
was an electric heater. A card near the button 
advised: “Click! The Bathroom’s Warm! A 
chilly bathroom can be made delightfully warm 
with an electric heater. A snap, and the heat 
starts; it glows warm almost instantly; quickly 
dispels the chill; causes your shivers to cease, 
and you bathe in comfort. That is only one advan- 
tage of an electric heater. A big item—it saves 
coal.” o 

Mr. Graybill said that his heater window at- 

tracted an immense amount of attention and that 
he maintained it a week, changing the settings 
every two days. The first display was arranged 
on Monday. On Wednesday he took out the 
single wax figure and placed in the room a baby’s 
bathtub in which was the figure of a smiling baby 
being given a bath by its mother. This time the 
card read: “A warm room for baby’s bath. Ath- 
letes and vigorous people may spurn heat, but 
baby must be protected when having. his bath— 
the most convenient and economical method is by 
using the portable electric heater.” 
a man standing by the mirror and shaving him- 
self. For this display there was used in addition 
to the heater a little electrical device for heating 
the shaving water. Another appropriate card 
accompanied this display. 

“The constant reiteration of the comforts of 
an electric heater for the bathroom, and the way 
in which we showed its convenience for all mem- 
bers of the family resulted in a fine crop of 
orders,” said Mr. Graybill. “It took a little time 
to work out the settings, but practically no ex- 
pense as the figures were borrowed from a dry- 
goods store, the firm being only too glad to lend 
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them for the added publicity it gave their line 
of clothing.” 

For a general all-round commodity window, 
featuring the unromantic but practical household 
labor-saving appliances, that of Walbridge & 
Co., Buffalo, N. Y., could well be emulated. At 
one end was a dishwasher in operation, a card 
reading: “Dishwasher. An electric appliance that 
washes, rinses, sterilizes and dries your dishes. 
You will find an immense relief to be able to 
keep your hands out of the hot, greasy dish- 
water.” At the other end of the display was an 
electric laundryette with a card reading: “Elec- 
tric Laun-Dry-Ette. Clothes washed and dried 
in the same receptacle without a wringer.” A 
drape of crimson velvet covered the floor, while 
several electric heaters bore cards reading: 
“Cheerful heat, at little cost, the Electric Way.” 





DEALERS MAKE MOST OF “HELPS” 
FOR WINDOW DISPLAYS. 





Manufacturer’s Assistance in Preparation of Win- 
dows and Stores for Fall Sales is Welcomed 
by Electrical Stores. 


The electrical contractor-dealer frequently finds 
it profitable to give over an entire show window 
to a trim designed and supplied by the manu- 
facturer of a special line, or of even a single de- 
vice. Sometimes the window display will con- 
tain a few other appliances that may be related 
directed or indirectly to the use of the dominat- 
ing feature of the display. 

In the window displays illustrated herewith a 
certain make of attachment plug predominates. 
The view in the center shows the display window 
of the Gem City Electric Co., Quincy, Ill., in 
which the trim is made up entirely of the attach- 
ment plugs, emphasized with tasty showcards. 
The views on either side show the mingling of a 
few appliances and lamps, the use of which are 
made more convenient by the employment of this 
particular attachment plug. The view on the 
left shows a window of the Robert Gibson elec- 
tric store in which the relationship between the 
plug and the use of portable lamps, flatirons and 
some other appliances is shown. The window 
on the right, dressed by the Robertson-Cataract’ 
Co., Buffalo, N. Y., shows the application of the 
plug in the use of electric fans. 
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Each Display, for Use of Dealers During a Sales Campaign. 





Plans for These Window Displays Were Furnished by the Manufacturer of the Attachment Plug Which Dominates 
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NEW APPLIANCES. 


Newly Developed and Improved Electrical and Mechanical Apparatus, Appliances, and Devices 


Now Being Placed on the Market 








Self-Contained Motor-Driven and the other is an indicator of the 


Tool Grinder. 


Ease of starting and total inclosure of 
motor and control apparatus are the 
outstanding features of the motor-driv- 
en tool grinder just placed upon the 
market by the U.S. Tool Co., Cincinnati, 

The grinder shown in the accom- 
panying illustration is equipped with a 
o-hp., shunt-wound, adjustable-speed 
(1120 to 1600 r. p. m.) 230-volt, d-c. 





Tool Grinder With Motor and Control 
Apparatus Totally Inclosed. 


Westinghouse motor and is started or 
stopped by a push button on the top of 
the_motor frame. This push button 
actuates a type C Westinghouse starter 
with a speed-adjusting rheostat, both 
being located in the bottom of the ma- 
chine frame. 

The reason for mounting the push 
button on the top of the motor frame is 
interesting. On previous machines of 
about the same type these push-button 
stations were mounted directly in front 
of the motor frame, but it was found 
that the workmen in using these grind- 
ers would start the motor by jabbing 
the button with the material which they 
intended to grind. With the new posi- 
tion for the buttons it is easier for the 
workmen to operate it with his hand 
than with the tool, thus naturally pre- 
venting misuse. 





Automatic Water-Level Indicator. 


A real aid to comfort and confidence 
in car operation is found in the new 
“Batometer,” made by the Hempey- 
Cooper Manufacturing Co., Kansas 
City, Mo., and distributed by the 
Fairbanks Co., New York City. The 
“Batometer” is a device for indicating 
to the driver the water level in the 
battery. It consists of two instru- 
ments, mounted in a_ single case, 
which replace the standard ammeter 
furnished on all electrically equipped 
cars. One instrument is a charge an 
discharge ammeter of the usual type 


electrolyte level. The ammeter is con- 
nected in the regular manner. The 
“Batometer” is connected by flexible 
wires to two lead electrodes mounted 
in caps which replace the filling caps 
of the two end cells of the battery. 
These electrodes project into the cell 
almost to the top of the plates. As 
the level of the electrolyte falls, the 
electrodes are uncovered, and when it 
falls below the tip of one or both 
electrodes the needle swings widely 
to “low water.” . 

The “Batometer” will also warn of 
an overdischarged condition in the 
following manner: If the needle 
reads “low water” and yet an inspec- 
tion of the cells shows that there is 
enough electrolyte, the battery is 
overdischarged. Thus, this instru- 
ment will give warning _of the most 
common causes of trouble before any 
damage can result, and as_ these 
warnings are immediately under the 
driver’s. eye they cannot escape his 
attention. 


Refrigerating Unit for Home Use. 


The Balsa Refrigerator Corp, 149 
West 39th street, New York City, suc- 
cessor to the Frigidor Corp., is market- 
ing a self-contained refrigerator unit for 
home use, known as the “Frigidor.” 


Electric Candlestick for Christ- 


mas Trees. 


A novel device for enhancing the ef- 
fect of electric lamps on Christmas 
trees has been placed on the market by 
the Leland Manufacturing Co. 139 
North Clark street, Chicago. It con- 
sists of a candlestick provided with a 
reflector pan on the bottom, which pro- 
duces the old-fashioned candle effect. 
To wire the candlestick the socket of 
the Christmas tree lamp is inserted from 
the bottom and the bulb is screwed in 
so as to come flush with the candle top. 
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Electric Christmas-Tree Light That Looks 
Like a Candle. 





‘unusually large. 


Portable Power Plant With Ma- 
rine-Type Boiler. 


The “Dynamobile” consists of a spe- 
cial type of Ludlum water-tube marine 
boiler, a steam turbogenerator unit, 
switchboard, boiler-feed pump, feed- 
water heater, condenser and, where the 
highest economy is sought, a_ super- 
heater—all mounted on a steel frame 
carried on wheels. It is extremely sim- 

















Portable Electric Power Plant. 


ple in construction and operation, is 
free from vibration, and is practically 
fool-proof in construction, according 
to the claims made for it. 
The Ludlum marine boiler has gained 
acceptance in the marine world by vir- 
tue of its economy, simplicity and com- 
pactness. In the Dynamobile illustrat- 
ed the boiler was designed to burn 
wood, the combustion chamber being 
But the outfit can be 
furnished for burning any kind of fuel. 
The combustion chamber is entirely sur- 
rounded by the water-filled steam-gen- 
erating parts of the boiler. This not 
only assuring high economy, but also 
does away with all fire-brick lining. The 
latter feature is of special value in a 
portable plant like this, as transporta- 
tion over rough roads would. break or 
dislodge a fire-brick furnace lining. _ 
High efficiency, compactness and light 
weight of the boiler and 
turbogenerator set makes 
the Dynamobile a most de- 
sirable unit for portable 
power purposes, as it can 
be located near its source of 
fuel and its power is trans- 
mitted electrically to any 
‘reasonable ~ distance with 
minimum loss. It is ex- 
pected by the builders that 
this new high-duty porta- 
ble plant will supplant the 
European outfits, known as 


“Locomobiles,” extensively 
used in foreign countries. 
The weight of the “Dyna- 
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mobile” is only about one-third that of 
the “Locomobile”’ and its efficiency is 
even higher than that of the European 
unit. The outfit illustrated is of 10-kw. 
capacity. Larger units up to 200 kw. 
are furnished either for a-c. or d-c. 
service. 

This new mobile power unit was de- 
signed and built by the New York En- 
gineering Co., 2. Rector street, New 
York City, for driving the small porta- 
ble conveyors used in certain classes of 
mining in South Africa. Previously, 
power for this purpose was. furnished 
by reciprocating engines and portable 
boilers with belt and pulley transmission 
to the conveyors. 





Solenoids for Operation of Oil 
Circuit-Breakers. 


A solenoid mechanism which pos- 
sesses several improved features has re- 
cently been developed by the General 
Electric Co., Schenectady, N. Y., for 
opertaing oil circuit-breakers. In ac- 

















Type SD Solenoid Mechanism for Use 
With Circuit-Breaker. 


cordance with a policy of standardizing 
apparatus, this solenoid is made up of 
standard, mutually interchangeable 
units, which facilitates repairing by the 
quick replacement of parts. It provides 
facilities for mounting auxiliary 
switches such as may be required by 
the different kinds of service to be ren- 
dered. 

An example of such auxiliary devices 
is the attachment of a multiple-unit ro- 
tary switch to function in various ways, 
one of which is to control red and 
green pilot lights serving as an indi- 
cation as to whether the breaker is open 


ELECTRICAL REVIEW 


or closed. The outdoor-type solenoid 
is completely inclosed in a metal case 
which may be locked shut to prevent 
unauthorized tampering with the break- 
er. For emergency operation a detach- 
able operating handle is furnished. The 
construction of the mechanism is of a 
most rugged type, special attention be- 
ing given to simplicity and reliability 
of operation. A further improvement 
is that connections are brought to a 
terminal board located on the front part 
of the mechanism base, making them 
easily accessible for inspection or in- 
stallation purposes. 





Plug Fuse With Zinc Cap. 


A plug fuse equipped with a zinc cap 
to avoid the use of brass or alyminum 
-has been developed by the Killark Elec- 
tric Manufacturing Co., 3940 Easton ave- 
nue, St. Louis. Contact is made be- 
tween the friable element and the shell 
in the porcelain. 





Ball-Bearing Motors of Medium 
Capacity. 


In accordance with an announcément 
made some time ago, the Hobart Broth- 
ers Co., Troy, O., have entered upon a 
program of increased production. One 
new line of manufacture taken up in- 
cludes a series of ball-bearing motors in 
six sizes of from one to ten horse-power 
and for both alternating and direct cur- 
rent. These new motors are said to be 
fully up to the standards established by 
this company in the manufacture of oth- 
er electrical equipment, such as battery- 
charging sets generators, etc. The pro- 
duction of this new line will not inter- 
fere in any way with other equipment 
made by this concern. 

The revolving parts of the a-c. motor 
consist of a rotor, built of laminations, 
into which a number of bars are in- 
serted, being forced into a milled end 
ring of copper. The rotor is all metal, 
with no insulation. to be injured by an 
overload, and no sliding contacts or com- 
mutator. The stator is built of thin steel 
laminations into which are placed form- 
wound coils. This stator is thoroughly 
impregnated with insulating compound 
and pressed into an accurately machined 
cast-iron housing. 

Motors. for d-c. service are built with 
laminated sheet-steel pole pieces riveted 
together.* The armatures are wound 
with thoroughly insulated formed coils, 
firmly held in place with steel band wire. 
The commutators are. built up of hard- 
drawn copper bars with enough copper 
for long service without renewal. Brush 
holders are of the manufacturer’s special 
box type, broached to give accurate fit 
to the brushes. Correct pressure is se- 
cured by adjustable springs. These mo- 
tors are furnished complete with base, 
tracks and pulley, compensators being 
furnished with the 7.5 and 10-hp. motors. 
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Three of the 


Ball-Bearing Motors Made by. Hobart Brothers 


Co. 
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The smaller sizes are thrown directly on 
the line, no starter being required. 





Full-Cabinet Electric Washing 
Machine. 


The electric washing machine devel- 
oped by the White Lily Manufacturing 
Co., Davenport, Ia., has a number of 
features of distinctive advantage. Full- 
cabinet construction, inclosing all work- 
ing parts, makes the machine particularly 
safe for use where small children are 
apt to be playing in the laundry. There 
are no projections from the straight side 
of the cabinet to interfere with the har- 
monious appearance of the finish. 
Working parts may be inspected, cleaned 
or oiled by removing the side panels 
which fit into grooves in the ffame. 


Large, easy-running castors make the 
machine easy to move about from place 
to place, and the white-enamel finish 
make it particularly easy to clean. 

This machine, known as the “White 




















“White Lily De Luxe’ Electric Washing 
Machine. 


Lily De Luxe,” is a cylinder-type washer 
—the cylinder reversing after each com- 
plete revolution. This style of operation 
is said to eliminate the rolling and wad- 
ding of the clothes and to wash with a 
minimum of wear. Fine laces and heavy 
blankets may be washed with the same 
efficiency. 

The cylinder is made of hard maple 
which wears smooth and is easy to 
clean. Washing efficiency is improved 
by grooves on the inside of the cylinder. 
Brass bindings hold the cylinder strips 
firmly in place, this being. one of the 
special features of the machine. With 
the exception of the cylinder in which 
the clothes are washed, the “White Lily 
De Luxe” is an all-metal washer. The 
metal frame will maintain its correct 
alignment and thus insure perfect oper- 
ation of all moving parts. The wringer 
is equipped with 12-in. rolls with safety 
guards on both sides to keep the opera- 
tor’s fingers away from the rolls. It 
operates in either direction and can be 
locked in any desired position. The op- 
erating controls are always on the side 
on which the operator is standing and 
therefore within easy access at all times. 
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LATEST APPROVED APPLIANCES 


Approved by Underwriters’ Laboratories, Following Examination and Tests Conducted Under the 
Standards of the National Electrical Code 








Attachment Plugs, Fuseless.—Ben- 
jamin Electric Manufacturing Co., 
120 Scuth Sangamon street, Chicago. 
Listed Sept. 3, 1920. 

“Benjamin” separable and _  non- 
separable porcelain or composition 
attachment plugs; 660 watts, 250 
volts; “Convert-A-Cap”; catalog Nos. 
937, 940 and 1000. 





Automobile Starters, — Western 
Electric Co., 195 Broadway, New 
York City. Listed Aug. 24, 1920. 

Manually operated, oil-immersed 
switch and air-cooled compensator 
mounted as a unit in metal case, with 
or without overload and low-voltage 
release coils. Automatically con- 
trolled contractors and _ air-cooled 
compensators mounted as a unit in 
metal case, with overload protection 
and low-voltage protection or release 
coils; with 2-phase and 3-phase, 3-wire 
installations, compensator and motor 
windings are disconnected from the 
line in the off position; with 2-phase, 
4-wire installations, three wires only 
are disconnected from compensator 
and motor windings; with 2-phase and 
3-phase, 3-wire installations, overload 
release devices in running position 
operate to open all wires of circuit 
automatically under overload and, 
therefore, may serve as circuit break- 
er; capacity 250 hp. or less, 600 volts 
or less; type CR-7052. 





Circuit Breakers. — Cutler-Hammer 
Manufacturing Co., Milwaukee, Wis. 
Listed Aug. 24, 1920. 

Single and multi-pole automatic cir- 
cuit breakers for protection of low-po- 
tential circuits; “C-H”; 525 amperes 
or less, 600 volts or less; types D, 
F-1 and F-2. 





Elevator Control Appliances.—Cut- 
ler-Hammer Manufacturing Co., Mil- 
waukee, Wis. Listed Aug. 24, 1920. 

Floor stop device; bulletin No. 
10331. 





Heating Appliances, Industrial and 
Laboratory—A merican _ Electrical 
Heater Co., Woodward, Burroughs 
and Cass avenues, Detroit. Listed 
Aug. 3, 1920. 

For voltages up to 250. Glue pots, 
500-650 watts; catalog Nos. 181 and 
. 182; laboratory plates, 800-4300 watts; 
catalog Nos. 2720, 2730, 2740, 2750, 
2770 and 2790; “American Beauty” 
soldering iron, 100-300 watts, 250 
volts or less; catalog Nos. 3158 and 
3178; “American Beauty” disc stoves, 
1000-1800 watts, 250 volts or less; 
catalog Nos. 3240, 3245 and 3250. 





Raceway Fittings, Metal.—National 
Metal Molding Co., Fulton building, 
Pittsburgh. Listed Aug. 24, 1920. 

Fittings for use with ‘National’ 
metal raceways; fixture boxes, catalog 
Nos. 410 and 410-A. 


Fittings, Fixture—Electrical Deal- 
ers Supply House, 162 West Randolph 
street, Chicago. Listed Aug. 6, 1920. 

Insulating support for chain fix- 
tures. 





Fuses, Plug—Killark Electric Mauu- 





“Killark’”’ Plug Fuse. 


facturing Co., 3940 Easton avenue, St. 
Louis. Listed Aug. 13, 1920. 

Edison plug fuses; “Killark,” 0-30 
amperes, 125 volts. 





Resistance Appliances. — Cutler- 
Hammer Manufacturing Co., Milwau- 
kee, Wis. Listed Aug. 24, 1920. 

“C-H” pressure-controlled speed 
regulators; controllers, bulletin Nos. 
5105 and 10013; self-starters, bulletin 
sg 7041, 7301, 7331, $776, 9841 and 
9871. 





Resistance Appliances, — Cutler- 
Hammer Manufacturing Co., Milwau- 
kee, Wis. Listed Aug. 25, 1920. 

“C-H.” self-starters; bulletin No. 
9601. 





Switches, Knife—The Electrical 
Manufacturing Co., 4149 East 79th 
street, Cleveland. Listed Aug. 3, 1920. 

“EK. M. Co.;” all standard ratings; 
Type A. knife switches. 





“E, M. Co.”? Type A Knife Switch 


Sockets, Medium Base—Levitor 
Manufacturing Co., 136 Bowery, New 
York City. Listed Aug. 3, 1920. 

“Leviton” metal-shell, medium base, 
pull sockets. 





Switches, Inclosed—Standard Elec- 
trical Construction Co., 60 Natoma 
street, San Francisco. Listed Aug. 
13, 1920. 

“Standard” two or three-pole, with 
or without fuse extensions mounted in 
labeled sheet-metal cutout boxes and 
provided with handles for manual op- 
eration without opening cases; 60-200 
amperes, 250 volts. 





Switches, Inclosed.—General Elec- 
tric Co., Schenectady, N. Y. Listed 
Sept. 7, 1920. 

“G. E.” two and three-pole knife 
switches and cutout bases for stand- 
ard cartridge-inclosed fuses; inclosed 
in metal cases and designed for man- 
ual operation without opening cases; 
30, 60 and 100 amperes, 500 volts, 
a-c.; type LM-5. 





Switches, Knife—General Electric 
Co., Schenectady, N. Y. Listed Sept. 
7, 1920. 

“G. E.” knife switches; 30 amperes, 
125 volts; catalog Nos. 42422-25 and 
42688-89; all standard 250-volt ratings; 
type LD-22 back connected; type 
LD-23 front connected; also switch 
stops for this type; all standard 600- 
volt ratings; type QC-3 back con- 
nected; type QC-4 front connected. 





Switches, Oil-Break.—General Elec- 
tric Co., Schenectady, N. Y. Listed 
Sept. 7, 1920. 

“G. E.” oil-immersed switches; also 
conduit boxes for use with types 
FP-10 and FK-20. 





Switches, Inclosed.—Meyers Elec- 
tric Safety Switch Co., 247 Minna 
aseet, San Francisco. Listed June 8, 
192 


Standard fuse switches, mounted in 
standard and labeled, sheet-metal cut- 
out boxes or cabinets; provided with 
external handles for manual operation 
without opening cases; 250 volts d-c., 
500 volts a-c. or less, 400 amperes or 
less; Type C. catalog Nos. 601, 602, 
701-15, 801-15, 901-15, 1001-15, 1101-15 
and 1201-15. 





Switches, Inclosed.—Square D Co., 
Detroit, Mich. Listed May 25, 1920. 
Compensator type inclosed switch- 
es; 0-200 amperes, 0-600 volts; cata- 
log Nos. 78211, 78252-54, 78311, 78341- 
44, 78351-54, 78361-64, 78441-44, 78451- 


’ 54 and 78461-64. 





Switches, Surface—Bryant Electric 
Co., Bridgeport, Conn. Listed June 
15, 1920, 

Without covers. For mounting in 
watertight and vaporproof fittings. 
Single-pole, catalog No. 2705; Double- 
pole, catalog No. 2704; switch handles, 
catalog Nos. 589-90. 


q 
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Hale Electric Co., Cleveland, plans 
to erect a plant at Massillon, O., for 
the manufacture of electric heating 
equipment for houses. 


Gould Electric Co., Presque Isle, 
Me., has construction under way on 
a two-story and basement building, 
45 by 60 ft., to cost about $35,000. 

Electric Furnace Co., Alliance O., 
has issued a booklet which illustrates 
and describes the Baily electric fur- 
nace for heat-treating and annealing 
purposes. 

Modern Electric Co., Bridgeport, 
Conn., is planning the removal of 
its establishment to new quarters at 
Broad and Cannon streets, for in- 
creased operations. 

Consolidated Electric Lamp Co., a 
Maine corporation, has filed authori- 
zation to operate in New York state. 
E. D. Tolles, 52 Broadway, New York 
City, is representative. 

Live Wire Electrical Appliances 
Co., 181 Griffith street, Jersey City, 
N. J., has filed notice of organization 
to manufacture electrical devices. Ed- 
ward Mahlen heads the company. 

Peerless Insulated Wire & Cable 
Co., Pennington, N. J., has com- 
menced the erection of an addition to 
its plant, to be used for the manufac- 
ture of weatherproof wire products. 

Chelsea Elevator Co. has removed 
its plant from 213 West 26th street to 
439-41 West 19th street, New York 
City, where larger quarters for in- 
creased manufacture will be provided. 

McIntosh Battery & Optical Co., 
217 North Desplaines street, Chicago, 
plans to erect a one and two-story 
plant, 120 by 125 ft., at 223-233 North 
California avenue, at an estimated 
cost of $45,000. 

Edison Storage Battery Co., West 
Orange, N. J., has filed notice of 
corporation change under New Jersey 
laws, with G. E. Cole, 23 West Forty- 
third street, New York City, as cor- 
porate representative. 

Blaw-Knox Co., Pittsburgh, has 
established a district office in Bir- 
mingham, Ala., which makes eight 
district offices in all, viz.. New York, 
Chicago, Boston, Detroit, Baltimore, 
San Francisco and Sheffield, Eng. 

Waterbury Electric Co., 692 Main 
street, Waterbury, Conn., has leased 
property at 262 North Main street, 
and will remove its establishment to 
this location. Improvements will be 
made in the building prior to occu- 
pancy. 

American Engineering Co., Phila- 
delphia, manufacturer of Taylor 
underfeed stokers, has issued in book 
form a story by Talbot Stover en- 
titled “What of It, J. T.?” which de- 
scribes, in narrative form, the diffi- 
culties of a textile-mill superintendent 
in trying to convince the general 
mariager of the increased output that 
can be obtained in the boiler room 
by use of stokers. 


Eastern Electrical Supply Co., 798 
Broad street, Newark, N. J., has ac- 
quired the three-story and basement 
building, 47 by 90 ft., at 88-90 Acad- 
emy street, extending through to 
Plane street, for the establishment of 
a new plant. 

Sprague Electric Works of General 
Electric Co., Bloomfield, N. J., held 
a banquet for department heads at 
Achtel-Stetter’s restaurant, Newark, 
N. J., Oct. 7. Charles D. Knight, 
plant manager, and C. F. Scott and F. 
W. Hall of the New York office spoke 
on the occasion. 

Majestic Electric Development Co., 
656 -Howard street, San Francisco, 
has recently distributed a circular to 
the building and electrical trades de- 
scribing and illustrating the “Majes- 
tic: 
Some of the advantages claimed for 
this type of heater are clean, steady, 
troubleless, safe, fumeless and eco- 
nomical heat. 

Conveyors Corp. of America, 326 
West Madison street, Chicago, has 
distributed a circular containing an 
imprint of an article entitled, “Re- 
moving Boiler and Stack Soot with a 
Steam Jet,” which appeared in the 
June 19, 1920, issue of ExecrricaL 
Review. The article in question de- 
scribes the construction and opera- 
tion of the steam jet conveyor as used 
in many leading central stations. 


Norton, Bird & Whitman, engineers, 
501 Fifth avenue, New York City, have 
made an announcement that they are 
prepared to make cost analyses for 
central station companies and other 
public utilities with the view of 
showing to the various public ser- 
vice commissions the actual rate of 
return on each rate embodied in the 
schedules. Such data can be utilized 
in making application for an increase 
in rates. 

General Electric Co., Schenectady, 
N. Y., has acquired a controlling in- 
terest in the X-ray business of the 
Victor Electric Corp., 236 South 
Robey street, Chicago, and a new 
company known as the Victor X-Ray 
Corp. has been organized, with offices 
and manufacturing plant in Chicago. 
C. F. Samms, president of the old 
Victor firm, becomes president of the 
new company, and Dr. Coolidge, in- 
ventor of the General Electric Co.’s 
X-ray tube, will be consulting engi- 
neer. Capital stock of the new com- 


‘pany has been exchanged for General 


Electric X-ray patents and good will, 
and for the assets of the old: Victor 
Electric Corp. The formation of the 
new company will result in full manu- 
facturing, engineering and research 
co-operation between the General 
Electric Co. and the Victor X-Ray 
Corp. In 1914 the General Electric 
Co. placed the Coolidge X-ray tube 
on the market and will continue to 
manufacture this invention and other 
devices used in the medical and dental 
professions. 


electric heaters for the home.. 


Gould Storage Battery Co., 30 East 
42nd street, New York City, is offer- 
ing prizes amounting to $4000 for the 
oldest Gould automobile storage bat- 
teries in the country. The company 
intends to back up its claims for Gould 
automobile batteries with records 
made under actual working conditions 
on the road. 


Habirshaw Electric Cable Co., New 
York City, has published a book of 
suggestions and data for the prospec- 
tive home-builder, entitled “The Home 
Electrical.” It contains plans showing 
the location and type of electrical out- 
lets, together with illustrations of typi- 
cal electrical equipment, appliances 
and devices for the laundry, kitchen, 
bedroom and other home uses. The 
appliances shown are selected from 
the extensive line of the Western 
Electric Co. A section of the book is 
devoted to a description of Habir- 
shaw and Western Electric products 
and service. 

Duplex Lighting Works, 6 West 
48th street, New York City, realizing 
the benefits to the public and the indus- 
try derived from the industrial lighting 
campaigns held in the past, has inaugu- 
rated a “Duplexalite” residence cam- 
paign which is most complete and should 
be of invaluable help to the contractor 
and dealer selling lighting fixtures. The 
company has prepared sales letters, post- 
cards and descriptive folders, and offers 
without charge to print letterheads, im- 
print literature and mail the material 
for any dealer furnishing a list of 50 
prespective customers and prepaying the 
5-cent postage required by each. In 
addition, the release of these letters will 
be timed with “Duplexalite” national 
advertising publicity, so that the plan 
offers an opportunity for dealers to get 
new business at low cost. 


Cutler-Hammer Manufacturing Co,, 
Milwaukee, has published a_ booklet 
bearing the title “Steel Mill Control,” 
which tells briefly the story of iron 
and steel from the ore in the mine to 
the finished product of the steel mill, 
explaining how the Cutler-Hammer 
products have aided in making possi- 
ble the great engineering progress in 
mining and ore handling, and in fur- 
nace and steel mill practice. The 
booklet is illustrated with C-H con- 
trols and other products, as well as 
views of their installation. Every 
machine peculiar to the steel industry 
is referred to with a discussion of the 
control to be used. One of the most 
ingenious devices shown is an auto- 
matic controller for the gas cock re- 
versing mechanism for coke ovens. 
This apparatus operates under the di- 
rection of a self-winding master clock 
and at predetermined time intervals 
three different valve operations are 
performed in a_ definite sequence. 
About 40 other controls are described. 
Space is also given to electric brakes, 
lifting magnets, space heaters, Thomas 
meters for measuring gases and mag- 
netic separator pulleys. 
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Briton O. SMitTH has accepted 
a position on the staff of the DeLaval 
Steam Turbine Co., Trenton, N. J. 


F. J. Sti has resigned his position 
as superintendent of distribution of the 
New England Power Co., Worcester, 
Mass. 


R. NoRMAN COKE, JR., has been 
appointed traffic engineer for the west- 
ern division of the Bell Telephone Co., 
Toronto, Can. 


J. H. Kiinck has accepted a posi- 
tion in the general sales department of 
the Westinghouse Electric & Manufac- 
turing Co., East Pittsburgh, Pa. 


W. R. GREENSHIELDS has been 
appointed assistant sales manager of the 
Canada Wire & Cable Co., Toronto, 
Ont., to succeed Major F. C. Connery, 
deceased. 


NEwcoms CARLETON, president 
of the Western Union Telegraph Co., 
New York City, has been elected a di- 
gl of the American Sugar Refining 

oO. 


Pror. D. C. Jackson has been 
appointed chairman of the standards 
committee of the American Institute of 
Electrical Engineers to succeed L. T. 
Robinson. 


Cart C: THOMAS has been ap- 
pointed western representative of Dwight 
P. Robinson & Co., with headquarters 
in the Electric Equipment building, Los 
Angeles, Cal. 

T. WALTER McGRATH has sev- 
ered his connection with the Electric 
Storage Battery Co., Philadelphia, and 
is now connected with the M. J. Dough- 
erty Co., contractor. 

Henry Bower has accepted a 
position as an auditor with the General 
Electric Co., Schenectady, N. Y. He 
was formerly with Landers, Frary & 
Clark, New Britain, Conn. 

M. C. OsBORN has accepted a posi- 
tion as utility representative of the 
Gillespie Eden Corp., New York City. 
He was formerly sales manager of the 
Washington Water Power Co., Spokane. 


C. D. EmMm™Mows, president of the 
United Railways & Electric Co., Balti- 
more, Md., was elected fourth vice-presi- 
dent of the American Electric Railway 
Association at its recent meeting at 
Atlantic City. 

WALTER J. TIMMONS, who has 
been connected with the statistical and 
claim departments of the Commonwealth 
Edison Co., Chicago, since August, 1911, 
resigned recently to engage in the in- 
surance business. 


Henry HERBERT COUZENS, 
chief engineer and manager of the Tor- 
onto Hydroelectric System, Toronto, 
Can., has been given an indefinite leave 
of absence to organize the work of the 
new transportation commission of the 
city of Toronto, of which commission he 
has been appointed manager. During 
Mr. Couzens’ absence, Edward M. Ash- 
worth, assistant manager of the Toronto 
Hydroelectric System, will act as gen- 
eral manager. 


R. E. FisHER has been appointed 
a member of the commercial section to 
represent the Pacific Coast Geographic 
Division of the National Electric Light 
Association. He is commercial man- 
ager of the Pacific Gas & Electric Co., 
San Francisco. 


H. W. Hovueu, for the past ten 
years chief electrical and research engi- 
neer for the Cleveland Electric Illumi- 
nating Co., on Oct. 1, joined the staff. of 
the Daniel M. Luehrs Co., industrial 
consulting and construction engineers, 
Cleveland. Mr. Hough is an engineer 
of recognized standing in the central- 
station industry, having had 18 years’ 
responsible participation in the diversi- 
fied activities of large electric lighting 





H. W. Hough. 


and electric railway interests. His expe- 
rience in the design of modern power 
houses, substations, transmission and 
distribution systems has, therefore, been 
acquired under circumstances which in- 
sure a high standard of judgment in this 
class of engineering work. Mr. Hough 
has also been actively engaged for a 
number of years in the solution of the 
many industrial problems which are 
incident to the supply of light and 
power. In this connection his experience 
in industrial applications has been ex- 
tensive, particularly as applied to large 
electric furnaces, rotating electrical ma- 
chinery of many types, and electric weld- 
ing and heating devices. He has been 
closely associated with prominent engi- 
neers throughout the country in his work 
on various committees of state and na- 
tional engineering societies. 

WiLtiAM F. StTROUWSE has been 
appointed chief engineer of the Mary- 
land Public Service Commission, 
Annapolis, Md., to succeed the late 
Charles G. Edwards. Mr. Strouse has 
been acting chief engineer for the past 
six months. 


E. A. Broros, who has been repre- 
senting the Western Electric Co. in 
Northern Europe for several years, has 
been appointed manager of a new Nor- 
wegian corporation which will handle 
the Scandinavian business of the Inter- 
national Western Electric Co. Mr. 
Brofos will make his headquarters in 
Christiania, Norway. 


Cot. W. R. THompson, who has 
been appointed assistant manager of the 
Shaffer Oil & Refining Co., has been 
connected with the H. M. Byllesby & 
Co. organization for 11 years, having 
started in 1909 as assistant chief engi- 
neer. A few years later he became 
manager of engineering and construc- 
tion, and while in this position he had 
charge of the construction of many of 
the company’s most important hydro- 
electric developments, including the 
Coon Rapids water power project near 
Minneapolis, Minn. He was also re- 
sponsible for the development of the 
wishbone type of cressarm for long- 
distance transmission of electrical en- 
ergy, and was the directing head of 
many of the company’s largest steam- 
power constructions. 


OBITUARY. 


S. C. GREEN, a prominent electrical 
engineer of the Southwest, died recently 
in Dallas, Tex. He was the founder 
and head of the Green Electric Co., 
Dallas, and designed and erected many 
of the electric light plants in Oklahoma 
and Texas. 

Ervin L. McGrew, general traffic 
manager and purchasing agent of the 
Standard Underground Cable Co., Pitts- 
burgh, died in New York City, Oct. 8, 
at the age of 55 years. He had been 
with the Standard company since 1900, 


. and was a director as well as the first 


president of the Purchasing Agents’ As- 
sociation of Pittsburgh. 

Witt1am McFAvut died recently 
at Mount Vernon, N. Y., aged 78 years. 
He was a prominent figure in the com- 
pressed air machinery field, being one of 
the proprietors of the Freeland Tool 
Works, which built some of the first 
compressors for the Rand Drill Co. The 
Freeland business was later sold to the 
Rand Drill Co., with which Mr. McFaul 
was connected for some time, and after- 
wards with the Ingersoll-Rand Co. 


FRANK W. HARRINGTON, well- 
known electrical supply salesman, died 
Oct. 3, in Greenfield, Mass., where he 
was undergoing treatment for throat 
trouble. He was 72 years old and for 
over 20 years had been associated with 
John A. Roebling’s Sons Co. From the 
very beginning of his career Mr. Har- 
rington had always been connected with 
the telephone and telegraph fields, being 
one of the pioneer telephone men of 
the country. About a year ago ill-health 
compelled him to give up his business 
activities, and he removed from New 
York City to Athol, Mass. Mr. Har- 
rington was a Mason, a member of the 
Sons of Jove and the Oldtimers Club. 
He is survived by a widow and married 
daughter. 
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EASTERN STATES. 


Nashua, N. H.—The Nashua Manu- 
facturing Co. has commenced work 
on extensions and improvements in 
the power house at its blanket mills. 


Boston, Mass.—Commissioner of 
Public Works T. F. Sullivan has 
awarded a contract to the Westing- 
house Electric & Manufacturing Co., 
Pittsburgh, for equipment for \two 
new electrically operated pumping 
plants for high pressure water ser- 
vice for the fire department, at a cost 
of $174,569. One of the stations will 
be located at the power plant of the 
Boston Elevated railroad, Commer- 
cial street, and the other at the plant 
of the Edison Electric Illuminating 
Co., Atlantic avenue. 


Danvers, Mass.—The Commission 
of Mental Diseases, 36 State House, 
Boston, plans to erect a one-story 
power plant at the state hospital lo- 
cated at Danvers. The estimated 
cost is $250,000. 


Everett, Mass—The Malden Elec- 
tric Co., Malden, Mass., will hold in 
abeyance plans for the erection of its 
new one-story electric substation on 
Broadway, Everett. 


Fall River, Mass.—In connection 
with the erection of an addition to its 
plant to cost about $200,000, the Lin- 
coln Manufacturing Co., Jefferson 
street, manufacturer of cotton goods, 
will install a new electrical depart- 
ment, including switchboard room. 
The new plant buildings will be one 
and three-story, 122 by 157 ft., and 32 
by 47 ft., respectively. 

Fall: River, Mass—The New Eng- 
land Oil Corp., New street, has filed 
plans for the erection of a number 
of pumping plants, .including main 
pump house, condenser building and 
other auxiliary units. 

Fitchburg, Mass.—The Fitchburg 
Gas & Electric Light Co., 537 Main 
street, has awarded a contract to 
Wiley & Foss, Central street, for the 
erection of a boiler plant, machine 
shop, service building and other me- 
chanical works on the Sawyer Pass- 
ageway. The structure will be two 
and three-story, 58 by 150 ft., and is 
estimated to cost $125,000. 

New Bedford, Mass.—The Kemp- 
ton Electric Service Co. has been or- 
ganized to operate a plant at 270 
Kempton street. Milton A. Doolittle, 
197 Middle street, heads the company. 


North Adams, Mass.—The Boston 
& Maine railroad has awarded a con- 
tract to the Fred T. Ley Co., Spring- 
field. Mass., for replacing the over- 
head trolley system in its electric 
zone in this district. 


Worcester, Mass.—The Compton 
& Knowles Loom Works have filed 
plans for extensions: and .improve- 
ments in the transformer building at 
their textile machinery plant. 


Waterbury, Conn—The Waterbury 





Rolling Mills, Aurora street, have 
filed plans for the erection of a trans- 
former building at its works, about 
20 by 26 ft. 


Buffalo, N. Y.—The Buffalo City 
Service Co., recently organized, is 
planning the establishment of a local 
electric plant, with distributing sys- 
tem in certain sections of this dis- 
trict. The company is headed by 
Robert C. Davidson, George W. 
Wheeler and T. Craig Burns. 


Buffalo, N. Y.—The Phoenix Bev- 
erage Co., 835 Washington street, has 
awarded a contract to George 
Kempf’s Sons, 821 Virginia street, for 
the erection of a one-story addition 
to its power house, 30 by 50 ft., to 
cost about $15,000. 


Jamestown, N. Y.—The Dahlstrom 
Metallic Door Co. plans to install a 
300-hp. synchronous motor-generator 
set. Address J. A. Westman, general 
manager. 

New York, N. Y.—The Public 
Works Department has entered into 
an agreement with the Staten Island 
Midland Railway Co., for a leasing of 
its lines in Richmond Borough, and 
the operation of the property as a 
municipal enterprise. A five-cent fare 
will be charged. The agreement pro- 
vides that the Richmond Light & 
Power Co., which has been furnishing 
electric energy for the operation of 
the system, shall continue to do so at 
cost; this latter will be determined by 
an expert for the city and one repre- 
senting the company. 

Rensselaer, N. Y.—Electrical and 
mechanical equipment will be in- 
stalled in the ice cream manufacturing 
plant to be erected by C. P. Stevens, 
120 South Swan street, at 126-8 Jay 
street, to be three-story, 50 by 70 ft., 
and estimated to cost $30,000. 


Rock City Falls, N. Y.—The power 
house at the plant of the Hercules 
Paper Mill was partially destroyed by 
fire on Oct. 7 

Syracuse, N. Y.—The power house 
at the University of Syracuse was 
damaged by fire on Oct. 11. 

Utica, N. Y.—The State Hospital 
Commission, Albany, has awarded a 
contract to Scott Brothers, Arlington 
block, Rome, N. Y., for the erection 
of an electrically operated pumping 
plant and filtration works at the Utica 
State Hospital at a cost of $164,666. 

Vernon, N. Y.—The Tyler Light 
& Power Co. has filed notice of dis- 
solution under New York laws. 

Yonkers, N. Y.—The National 
Sugar Refining Co., 129 Front street, 
New York City, has awarded a con- 
tract to the William L. Crow Con- 
struction Co., 103 Park avenue, New 
York City, for the erection of an ad- 
dition to its power house on Main 
street. 

Atlantic City, N. J.—In connection 
with the application of the Atlantic 
City Electric Co. for permission to 


build a new high-tension line to the 
station of the United States Radio 
Supply Co., Tuckerton, the board of 
freeholders does not look upon the 
project with favor, holding that the 
lines will be a menace on public high- 
ways. It is urged that the company 
purchase a private right-of-way for 
the system, and the matter is still 
pending. 

Bayonne, N. J.—The Texas Co. has 
filed plans for the erection of a one- 
story power house at its oil works, 
foot of First street, to cost about 
$13,500 

Orange, N. J.—Considerable elec- 
trical and mechanical equipment will! 
be installed in the new plant addition 
at the factory of the Monroe Calcu- 
lating Machine Co., 49 Mitchell street. 
The structure will be four stories, 
and is estimated to cost $200,000. 


Paterson, N. J.—The Silk Realty 
Co., Twelfth avenue, has construction 
under way on a one-story power 
house addition to cost about $14,000. 


Trenton, N. J.—A large electric 
power plant for works service will be 
erected by the Mutual Potteries Co., 
Trenton, at its new sanitary ware 
plant on Clinton avenue, estimated to 
cost close to $1,000,000. The con’ i7t 
has been let to Stone & Webster, .n1¢., 
120 Broadway, New York City, for 
the construction work. 


Allentown, Pa.—The only bid sub- 
mitted to the city council for the in- 
stallation of a new steam turbine, 
electrically operated contrifugal 
pumping unit at the city waterworks 
was from the Dravo-Doyle Co., 
Philadelphia, at a price of $75,980. 


Allentown, Pa.—The Allen Tire & 
Rubber Co., 510 Hamilton street, is 
arranging for the installation of 
equipment at its power house in the 
Bachman terrace section. 

Lansdale, Pa.—A company is being 
organized to raise $50,000 for addi- 
tional equipment at the municipal 
electric light plant. Address clerk of 
the borough council. 

New Bethlehem, Pa.—Considerable 
electrical and mechanical equipment 
will be installed at the new mining 
plant of the Pine Run Coal Co., esti- 
mated to cost about $200,000. The H. 
K. Ferguson Co., 6525 Euclid ave- 
nue, Cleveland, is contractor. 

Newcastle, Pa.—The city has filed 
a complaint with the Public Service 
Commission against the Manufactur- 
ers’ Light & Power Co., asking for 
improvements and betterments in the 
local service. 

Philadelphia, Pa—The Bell Tele- 
phone Co. has construction under 
way on a new three-story and base- 
ment building at Broad and Rockland 
streets, Wyoming district, 90 by 137 
ft., to cost about $400,000. 

Philadelphia, Pa.—The Department 
of Public Works, City Hall, has tak- 
en bids for the erection of a one- 
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story pumping plant at the Queen 
Lane pumping station, used by the 
waterworks department. 

Philadelphia, Pa—The Carver File 
Co., 3231 Frankford avenue, has com- 
menced the erection of a power house 
at Tacony and Buchins streets. 

Philadelphia, Pa— William Steele 
& Sons have been awarded a contract 
to erect a power house for the Rey- 
burna Manufacturing Co. 

Pittsburgh, Pa.—The Public Ser- 
vice Commission has ordered the 
Duquesne Light Co. to install ad- 
ditional lamps on Jefferson road, 
Penn township, sustaining a com- 
plaint of the local officials against the 
company for inadequate service. 


Pittsburgh, Pa.—The 
Street Railways Co., Chamber of 
Commerce building, has completed. 
plans for alterations and extensions 
in its power plant on Brunots Island. 


Stewartstown, Pa. — The power 
plant of the Deer Creek Water & 
Power Co. was destroyed by fire on 
Oct. 6. 

Williamsport, Pa—The Lycoming 
Foundry & Machine Co., Oliver 
street, has completed plans for the 
erection of a one-story power house 
addition, 50 to 100 ft., to cost about 
$30,000. 

York, Pa—Fire Oct. 11 damaged 
the transformer building at the plant 
of the York Haven Water & Power 
Co. Service was interrupted for a 
number of hours at _ neighboring 
places served by the company. 

Baltimore, Md.—The Standard Oil 
Co. has filed plans for the construc- 
tion of a one-story transformer house 
at its oil works on Eighth street. 


Baltimore, Md. — The Columbia 
Graphophone Co. has filed plans for 
the erection of the proposed pumping 
plant at its works at Loneys lane and 
Chase street, one-story and basement, 
38 by 62 ft., and estimated to cost 
$25,000. 

Baltimore, Md—The Consolidated 
Gas, Electric Light & Power Co.,, 
Lexington building, is said to be plan- 
ning for a bond issue of $5,000,000, 
to be used in part for power plant and 
line construction in this district. The 
company has plans well under way 
for the erection of a power plant on 
East Madison street. 


Cumberland, Md—The Edison 
Electric Illuminating Co. has com- 
pleted the installation of a lighting 
system at Ridgeley, W. Va., on the 
opposite side of the Potomac river, 
and service has been inaugurated. 


Frederick, Md.—The city council 
has awarded a contract to the G. W. 
Cornell Co., Pittsburgh, for improve- 
ments in its electric system, includ- 
.ing the installation of new equipment 
at the electric lighting plant, and bet- 
terments in the street-lighting sys- 
tem, to cost about $41,400. 

Washington, D. C.—The Potomac 
Electric Power Co. is arranging for 
a loan of $600,000, the proceeds to be 
used for extensions and improve- 
ments in its power plants and sys- 
tem. 

Bristol, Va.—Electrical equipment, 
including industrial motors, lighting, 
etc., will be installed in the four local 
shop buildings to be constructed by 
the Norfolk & Western railroad, 
Roanoke, Va., for locomotive and car 


Pittsburgh 
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repair work. The shops are estimat- 
ed to cost $50,000. 


Harrisonburg, Va.—The West Har- 
risonburg Light Co., recently incor- 
porated, will operate a light and 
power system in this district. H. A. 
Logan is president, and J. S. Flory, 
secretary. 

Marion, Va—The Mt. Carmel 
Light & Power Co., recently organ- 
ized, will operate a light and power 
gg here. W. A. Scott is presi- 
ent. 


Roanoke, Va—The Norfolk & 
Western Railroad Co. plans to erect 
an addition to its electric plant at 
Roanoke at an estimated cost of 
$300,000. 

Scottsville, Va—The Big Bend 
Power Co: has been organized by F. 
C. Moon and others to erect a plant 
on the James river. 

Fairmont, W. Va.—Plans are being 
prepared for a transmission line for 
the Monongahela Valley Traction Co. 
Address R. W. Lohman, superintend- 
ent, Watson building. 

New Holland, N. C.—Benham & 
Richards, 214 East State street, 
Columbus, O., city planners, will pur- 
chase the electrical machinery and 
equipment for the establishment of a 
light and power system at the proper- 
ty of the North Carolina Farms Co., 
New Holland. With certain sewer 
= the project will cost about $50,- 


Red Springs, N. C.—The town 
council has arranged a bond issue of 
$50,000 for the installation of an elec- 
tric lighting system, in connection 
with the waterworks. 

Milner, Ga.—The city has voted 
bonds for light and power. Power 
lis to come from Etheridge’s mill, 
about two miles from town, where a 
recently constructed dam has been 
built on Potato creek. 

Trion, Ga—The Trion Co., Inc., 
plans to erect a one-story addition to 
its power plant. 

Jacksonville, Fla.—The construc- 
tion of an electric line to the state 
fair grounds has been authorized by 
the city commission. Address T. O. 
McBride, chairman. 


NORTH CENTRAL STATES. 


Cleveland, O.—The Allen Theater 
Enterprises of Toronto, Can., plans 
to erect a power plant at Euclid ave- 
nue and East 14th street, in connec- 
tion with a new theater and com- 
mercial building. 

Dayton, O.—A recent fire at the 
Miller’s Ford electric light station of 
the Dayton Power & Light Co. 
caused a loss of $4000. 

Huron, O.—Plans are under way 
to improve the municipal light and 
power plant. Address city clerk. 

Youngstown, O.—The Youngstown 
Sheet & Tube Co. has received a fed- 
eral permit to construct a high-ten- 
sion transmission line over the Ma- 
honing river at a point about 600 ft. 
below the highway bridge over that 
river at Struthers, O., half a mile be- 
low Youngstown and 15.5 miles above 


‘the mouth of the Mahoning river. 


Holland, Mich.—Members of the 
Holland Merchants’ Association be- 
lieve that if the city is to go in for 
boulevard lighting at all some plant 
ought to be devised whereby Hol- 
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land will get a real boulevard lighting 
system. 


Albion, Mich—The Michigan State 
Telephone Co, will place underground 
conduits for all telephone wires now 
on Superior street, between Austin 
avenue and Ash street. The company 
will expend $65,000 on improvements. 

Wakefield, Mich—The city pur- 
chasing agent has been authorized to 
buy two 5-kw. and two 3-kw. trans- 


formers. Address William Jacobson, 
city clerk. 
Chicago, Ill—The Charles G. 


Stevens Co. plans to erect a power 
plant in connection with its new 
warehouse on Western avenue and 


45th place. The estimated cost of the 
project is $75,000. 

Hudson, Wis—Plans have been 
prepared by Holland, Ackerman & 
Holland, engineers, Monadnock 
block, Chicago, for hydroelectric 


plant No. 3 on Willow river near 
here. Owner, Burkhardt Milling & 
Electric Co., Burkhardt, Wis. 


Lyons, Wis.—Plans are under way 
for organizing progressive clubs, with 
the object of making improvements 
to the street lighting system, etc. 

Milwaukee, Wis.—Through Wil- 
liam A. Read & Co., bankers, Nassau 
& Cedar streets, New York City, the 
Wisconsin Electric Power Co., Mil- 
waukee, has arranged for a bond is- 
sue of $5,000,000, the proceeds to be 
used in part for the completion of its 
power plant now in course of con- 
struction. This station will have a 
capacity of 40,000 kw., and will be 
operated under lease by the Milwau- 
kee Electric Railway & Light Co. 


Princeton, Wis.—The Princeton 
Light & Power Co. will erect a 
hydroelectric power plant, plans for 
which have been prepared by the 
Jacobson Enginering Co., 533 Metro- 
politan Bank building, Minneapolis, 
Minn. 

Rhinelander, Wis.——The Rhineland- 
ed Light & Power Co. will extend its 
lines from Monica through Pelican 
Lake to Elcho. 

Sheboygan, Wis.—Plans are being 
prepared for a _ four-story power 
house, 60 by 200 ft., to be erected by 
the Northern Furniture Co. at an 
estimated cost of $200,000. 


Spooner, Wis.—Work will soon 
start on an ornamental “white way” 
lighting system to cost $2000. Ad- 
dress George B. Sage, city clerk. 


Stevens Point, Wis—The Chamber 
of Commerce will hold a meeting 
shortly to decide on installing a 
“white way” lighting system. 


Verona, Wis.—A contract has been 
let to William Mueller & Co., Chica- 
go, for wood poles for an electric 
light and power system for the 
Verona Light & Power Co. The esti- 
mated cost is $15,000. Wires, trans- 
formers, etc., have not yet been pur- 
chased. Address W. R. Hendricks, 
secretary. 

Vesper, Wis.—The Wood County 
Rurai Electric Co. will install an elec- 
tric line from the Biron plant to 
Vesper, Arpin, Rudolph and Auburn- 
dale. Address W. W. Clark, secre- 
tary. 

Albert Lea, Minn.—The Tri-State 
Telephone Co. has purchased a site 
at Newton and East Main street and 























October 23, 1920. 


will build an exchange in the spring. 
The estimated cost is $35,000. 
Duluth, Minn.—The city council 
has decided to build a telephone line 
between 34th avenue west and Lake- 


side. Address P. G. Phillips, com- 
missioner. 
Hibbing, Minn.—The water and 


light board has decided to install elec- 
tric lights in the Home Acres addi- 
tion. Address Charles Foster, super- 
intendent of public utilities. 

Iowa City,.Ia.—Twenty Iowa City 
merchants may contribute $5000 each 
to a fund with which to start the erec- 
tion of. a $100,000 electric light and 
power plant for their downtown use. 

Marshalltown, Ia—The Marshall 
County Commissioners will establish 
electric lights on the county roads, 
power for which will be furnished by 
the Iowa Light & Railway Co., Cedar 


Rapids. Address George Enderly, 
county auditor. 
Melrose, Ia—The Melrose and 


Shiloh Electric Light & Power Co. 
has been organized to buy and sell 
electric energy and supplies and to 
erect and construct electric light and 
power transmission lines. L. A. 
Hoffa is president of the company. 


Burlingame, Kan.—Plans are being 
prepared by Black & Veatch, engi- 
neers, 701 Mutual building, Kansas 
City, Mo., for a power plant to be 
erected by the city at a cost of $70,- 
000. . 

Wellington, Kan.—Plans are being 
prepared bv Johnson & Benham, 
engineers, Kansas City, Mo., for im- 
provements to the electric light and 
water plant, including the installation 
of generator, turbine, etc. The esti- 
mated cost is $60,000. 


Norfolk, Neb.—A special election 
will be held to vote on the question 
of issuing $300,000 worth of municipal 
electric light and gas plant bonds. 


Rockford, Neb.—The Consolidated 
Electric Co. will build an electric line 
from Homlesville through Rockford 
and Filley to Virginia. 

Sidney, Neb.—The city plans to re- 
model its power plant and install two 
250-hp. boilers, generator, etc. Ad- 
dress I. G. Graybill, mayor. 


Garretson, S. D.—The Garretson 
Electric Construction Co. has been 
awarded a contract for the building 
of a transmission line from Harris- 
burg to Tea and also for putting in 
the distributing system at Tea. 

Kimball, S. D.—The Kimball Elec- 
tric Light & Power Co. plans to in- 
stall a 120-hp. oil engine. 

Mitchell, S. D.—The present light, 
power and gas service is reported to 
be insufficient for the consumers’ 
needs, and the city plans to establish 
a municipal plant which will produce 
the desired energy. 


SOUTH CENTRAL STATES. 


Harrodsburg, Ky.—Plans have 
been prepared by Pearse, Greeley & 
Hensen, engineers, Chicago, for the 
construction of an electric light plant 
and improvements to the waterworks. 


_+ Bonds to the amount of $100.000 will 


be voted for the project on Nov. 22. 
Address J. G. Pullman, mayor, Har- 
rodsburg. 

Wasioto, Ky.—The Wasioto Light 
& Power Co. has been incorporated 
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with a capital of $30,000, the incor- 
porators being E. M. Bell and others. 
The company plans to install light 
and power equipment. 


Fort Payne, Ala—C. C. Appleton 
is planning the installation and opera- 
tion of a local electric light and power 
plant. 


Little Rock, Ark.—The city coun- 
cil is considering plans for extensions 
and improvements in the street-light- 
ing system. John Bleidt is city elec- 
trician. 

Litle Rock, Ark.—S. R. Morgan & 
Co. is planning the construction of a 
new transmission line to Cargile, 
Ark., connecting with the plant of 
the El Dorado Ice & Coal Co. 

Sand Springs, Okla—The Sand 
Springs Light, Heat & Power Co. is 
perfecting plans for the construction 
of its proposed high-tension line 
along the Arkansas river, extending 
from Sand Springs to Tulsa, about 
10 miles. Charles Page is president. 


Amarillo, Tex.—The City Light & 
Water Co. is making improvements 
and additions to its electric light and 
waterworks plant at a cost of $100,- 
000. Considerable new equipment 
will be installed. 

Jacksonville, Tex.—Fire on Oct. 10 
destroyed the electric power and ice 
plant of the Commonwealth Light & 
Power Co., with loss estimated at 
$100,000, including equipment. 

Laporte, Tex.—-The electric light 
and waterworks plant of the Laporte 
Light, Water & Ice Co., which was 
recently destroyed by fire, will be re- 
built at a cost of about $20,000. 

Memphis, Tex.—Fred Miller, Hol- 
lis, Okla., will erect an electric light 
and power plant here to replace that 
of the Texas Gas & ‘Electric Co., 
which was destroyed by fire recently. 

Moran, Tex.—The proposed power 
system to be constructed by the Al- 
bany Light & Stone Quarry Co., Al- 
bany, Tex., to Moran, is estimated to 
cost about $90,000, including a dam 
at Deep creek for waterworks ser- 
vice. 


Rising Star, Tex.—The Rising’ Star 


Light & Power Co. has been incor-’ 


porated here with a capital stock of 
$15,000. The incorporators are W. L. 
Felt, J. E. Lewis and J. R. Edison. 


WESTERN STATES. 


Colorado Springs, Colo.—The Ala- 
mo Hotel & Garage Co. has been 
granted permission to erect a power 
plant. 


Phillipsburg, Mont—H. H. Han- 
son, manager of the Drummond 
Light & Power Co., has completed 
plans for an electric lighting system. 

American Falls, Ida—Work will 
bgein next year on the American 
Falls dam. Address Eugene Banks, 
engineer. 

Centralia, Wash.—The citizens have 
asked the city commissioners to in- 
stall a cluster lighting system along 
Power avenue. 

Hillsboro, Ore.—The Federal Tele- 
graph Co. plans to erect a wireless 
station here at a cost of $200,000. 
Address F. H. Barstow, local man- 
ager. 

Brawley, Cal—The city plans to 
erect an electric light and power 
plant, for which purpose the citizens 
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will vote on the issuance of $200,000 
in bonds. 

San Francisco, Cal.—Authority to 
proceed with the Pitt river hydro- 
electric power plant project, by which 
it is proposed to bring power to San 
Francisco at an eventual cost of $125,- 
000,000 in building construction, was 
granted by the State Railroad Com- 
mission to the Mount Shasta Power 
Corp., a subsidiary of the Pacific Gas 
& Electric Co. 


CANADA. 


Winnipeg, Man.—Hydroelectric de- 
velopment ‘in rural Maniteba is 
planed by the Canadian government, 
the estimated cost of the project be- 
ing $1,000,000. Address J. M. Leamy, 
Provisional Power Commissioner. 


Queenstown, Ont.—The city plans 
to install five generators of 55,000 hp. 
each, as well as other equipment in 
the hydroelectric power plant to be 
erected at a cost of $4,000,000. 








INCORPORATIONS. 





Boston, Mass.—The Brock Co., Inc. 
Capital $40,000. To manufacture elec- 
trical and other equipment. Incor- 
porators: L. A. Marsh, Fred M. 
Hanson and William E. Ludden. 


Hartford, Conn.—Electric Parts & 
Service Co. Capital $30,000. To 
manufacture electrical equipment for 
automobile use. Incorporators: é 
H. Schrag, J. H. Miller and E. G. 
Reinert, 109 Ann street. 


New York, N. Y.—The Harlem 
Battery & Ignition Co. Capital 
$5000. To manufacture electrical ma- 
chinery and appliances. Incorpora- 
tors: . L. Greenfogel, O. V. 
Fleischman and M. Eckhaus, 398 
Broadway. 

New York, N. Y.—Pennsylvania 
Lighting Fixture Corp. Capital $10,- 
000. To manufacture electrical fix- 
tures. Incorporators: R. Berman, E. 
Wechsler and W. I. Stampleman, 
2592 Creston avenue, Bronx. 


New York, N. Y.—Federal Electric 
Safety Appliance Co. Capital $100,- 


000. To manufacture electrically 
operated safety appliances. Incor- 
porators: M. and W. Lyons, and K. 


Scherer, 317 East Fourteenth street. 








PROPOSALS. 








7 


Cheyenne, Wyo.—Bids will be re- 
ceived Oct. 29 for the electric wiring 
of a new memorial hospital in Lara- 
mie county. Address Samuel Corson, 
secretary. 

Melbourne, Australia—Bids will be 
received not later than noon on Feb. 
24, 1921, by R. Liddelow, secretary 
of the Electricity Commissioners, 
673 Bourke street, West, Melbourne, 
Victoria, Australia, for the supply, de- 
livery, etc., of turbo-alternators and 


other equipment for the Morwell 
power project. Copies of tender 
forms, specifications, drawings and 


conditions may be inspected at the 
office of the Bureau of Foreign and 
Domestic Commerce, First National 
Bank building, Chicago, and 754 
Custom House, New York City. 
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New Investors Attracted tc Public 
Utilities Securities. 


Marked improvement is being shown in 
the public utility securities market, ac- 
cording to the bond department of Hs M. 
Byllesby & Co. Not only is the experi- 
enced and shrewd investor showing an 
appreciation for the present-day bargains 
in this class of security, but thousands of 
new investors are being attracted to this 
field every month. As an example, the 
Standard Gas & Electric Co. and its 
subsidiaries now have about 35,000 share- 
holders and, in addition, approximately 
5000 investors are purchasing a partner- 
ship on the partial-payment plan. There 
is also a marked increase in the number 
of holders of the interest-bearing se- 
curities of the organization. This tend- 
ency will result in higher prices and lower 
yields for sound utility securities and 
the day is not far off when the present 
liberal returns will be a thing of the past 
on public utility issues. 





Ottawa Light, Heat & Power Co. to 
Issue Trust Bonds. 


The Ottawa Light, Heat & Power Co., 
Ltd., Ottawa, Canada, has called a meet- 
ing to consider the issue of not more than 
$6,000,000 of first mortgage and collateral 
trust bonds for general purposes and pro- 
viding for the sale of certain water pow- 
ers te the Ottawa Electric Co., and cer- 
tain financial arrangements with the 
ee Electric Co. and the Ottawa Gas 

0. 





Bond Offerings of Wisconsin Electric 
Power Co. 

An issue of $5,000,000 Wisconsin Elec- 
tric Power Co. first mortgage 7.5% sink- 
ing fund bonds, series ‘‘A,’’ dated Oct. 15, 
1920, and due Oct. 15, 1945, offered by 
William A. Read & Co. at 99 and interest, 
has been disposed of. 





Allis-Chalmers Manufacturing Co. 


Net profits for July and August were 
$595,532. For the eight months ended 
Aug. 30 last net profits were $2,195,163. 
Preferred and common dividend payments 
amounted to $1,390,545, leaving a surplus 
of $804,618. The previous surplus amount- 
ed to $10,856,007, making a total surplus 
on Aug. 31 of $11,660,625. 





Philadelphia Co.’s Subsidiary. 


1920. 1919. 
August @roes ........ $ 902,134 $ 642,889 
Net after taxes ...... 417,071 112,622 
Eight months’ gross .10,043,874 8,441,565 
Net after taxes ...... 5,667,914 3,996,742 

Tennessee Power Co. 

1920. 1919. 
DEL BPDOS oc ccccsccc $ 211,225 $ 160,561 
Net after taxes ...... 86,925 66,720 
Surplus after charges 33,409 12,721 
Twelve months’ gross 2,281,102 2,307,657 
Net after taxes ...... 925,495 885,528 
Surplus after charges 282,414 243,733 


Virginia Railway & Power Co. 


1920. 1919. 
August gross ........ $ 922,490 $ 766,910 
Net earnings ........ 294,471 307,847 
Total income ........ 308,063 322,650 
*Surplus after charges 110,540 138,997 
Two months’ gross ... 1,814,625 1,523,046 
Net earnings ......... 579,434 611,076 
Total income ......... 605,950 639,418 
*Surplus after charges 209,790 275,599 





*Before depreciation. 





Northern States Power Co. 


The gross and net earnings of the 
Northern States Power Co. for August 
and the year ended Aug. 31, 1920, com- 
pared with the corresponding previous 
periods, are reported as follows: 


Month of August: 1920. 1919. 
Gross earnings ...... $ 833.522 707,847 
Net-earnings ......... 245,885 287,804 

Year ended Aug. 31: 

Gross earnings ....... 10,915,215 9,365,060 
Net earnings ........ 4,322,771 4,023,187 
The decrease shown for the month of 


August was due to increased coal costs 
which were offset beginning Sept. 1 by in- 
creased rates effective in many of the 
cities served. Telegraphic reports of Sep- 
tember earnings show satisfactory gains 
over September, 1919. 





Dayton Power & Light Co. 


1920. 1919. 
August @TOBS........%. $ 280,027 $ 208,924 
Net after taxes ...... 70,911 . 
Total imcome: .. 2... 71,801 71,869 
Surplus after charges 29,360 19,561 
Balance after pre- 
ferred dividends ... 11,793 3,1 
Eight months’ gross.. 2,348,170 1,823,550 
Net after taxes ...... 641,906 661,5 
Total Income ..:..... 663,118 685,120 
Surplus after charges 296,163 327,005 
Balance after pre- 
ferred dividends ... 157,700 200,724 





Republic Railway & Light Co. 
1920. 1919 


August gross ........ $ 700,018 $ 522,812 
Net after taxes ...... 130,540 140,646 
Total income ........ 165,453 145,568 
Surplus after charges 42,577 31,179 
Twelve months’ gross 7,590,484 5,867,562 
Net after taxes ...... 1,754,213 1,370,717 
Total ineoMme: .....<.. 1,951,957 1,626,184 
Surplus after charges 513,953 279,672 





General Gas — Co.’s Sub- 





sidiary. 
1920. 1919. 
August gross ........ 985,177 $ 787,174 
Net after taxes ...... 187,533 235,706 
Twelve months’ gross.10,470,177 8,623,434 
Net after taxes ...... 2,444,565 2,475,524 
Dividends. 


The Edison Electric Illuminating Co. of 
Boston has declared its regular quarterly 
stock dividend of 3%. payable Nov. 1 to 


stockholders of record Oct. 15. 


The Lowell Electric Light Corp. has 
declared its regular quarterly stock div- 
idend of $2.50, payable Nov. 1 to stock- 
holders of record Oct. 15. 


The Electric Bond & Share Co. has de- 
clared its regular quarterly dividend of 
2% on the common stock. payable Oct. 
15 to stockholders of record Oct. 14; also 
1.5% on the preferred stock, payable Nov. 
1 to stockholders of record Oct. 16. 

Tne Illinois Northern Utilities Co. has 
declared its regular quarterly dividend of 
1.5% on the preferred stock, payable Nov. 
1 to stockholders of record Oct. -20. 

The Brooklyn- Edison Co. has declared 
its regular quarterly stock dividend of $2, 
payable Nov. 1 to stockholders of record 
Oct. 16. 

The Commonwealth Edison Co. has de- 
slared its regular quarterly stock divi- 
dend of 2%, payable Nov. 1 to stockhold- 
ers of record Oct. 15. 

The Manufacturers Light & Heat Co. 
has declared its regular quarterly divi- 
dend of 2% on the preferred stock, pay- 
able Oct. 15 to stockholders of record 
Sept. 30. 

The Northern States Power Co. has de- 
clared its regular quarterly dividend of 
1.75% on the preferred stock, payable 
Oct. 20 to stockholders of record Sept. 30. 

The Central Illinois Public Service Co. 
has declared its regular quarterly divi- 
dend of 1.5% on the preferred stock, pay- 
able Oct. 15 to stockholders of record 
Sept. 30. - 

The Western Power Corp. has declared 
its regular quarterly dividend of 1.5% on 
the preferred stock, payable Oct. 15 to 
stockholders of record Sept. 30. 

The American Light & Traction Co. has 
declared a quarterly dividend of 1% on 
the common and a stock dividend of 1.75% 
on the common and the regular quarterly 
dividend of 1.5% on the preferred, all 
payable Nov. 1 to stockholders of record 
Oct. 15. On July 6 a quarterly cash div- 
idend of 1.75% and a stock dividend of 
1.75% was declared and previous to that 
the company had been paying 2.5% in 
cash and 2.5% in stock quarterly. 

The Idaho Power Co. has declared its 
regular quarterly dividend of 1.75% on 
the preferred stock, payable Nov. 1 to 
stockholders of record Oct. 15. 








"WEEKLY COMPARISONS OF CLOSING-BID PRICES OF SECURITIES OF LEAD- 
ING ELECTRICAL COMPANIES. 


Quotations furnished by F. M. Zeiler & Co., Rookery Bldg., Chicago. 





Div rate. Bid Bid 
Public Utilities— Percent. Oct. 12. Oct. i¥. 
Adirondack Electric Power of Glens Falls, common........-.... 6 14 14 
Adirondack Electric Power of Glens Falls, preferred........... 6 70 72 
Américan Gas & Electric of New York, common...........-- 10+extra 97 113 
American Gas & Electric of New York, preferred............ aida 6 37 38 
American Light & Traction of New York, common........... ges eS 110 110 
American Light & Traction cf New York, preferred.......... ae 6 82 81 
American Power & Light of New York, common............. cis 4 45 52 
American Power & Light of New York, preferred............... 6 67 66 
American Public Utilities of Grand Rapids, common........ cone ick 7 5 
American Public Utilities of Grand Rapids, preferred........ 5c % 7 16 21 
American Telephone & Telegraph of New York ............- wae awe 99 100 
American Water Works & Elec. of New York, common........ a ae rf 3 
Appalachian” POWET, COMMON... 22.60... ccc cccccccccccotccssesses cm 3 3 
AmpRIGARRE FOOT, WTCTONTOG 66 oi ioc cance cc was secs er ecesmess “ef 15 16 
Cities Service of New York, COMMON..........c.ccesccccceces +extra 297 98 
Cities Service of New York, preferred. .......cccccccscccsescscoe 6 6546 6516 
Commonwealth Edison of Chicago ........cccccccccccccsccvcvcce 8 99 0 
Comm. Power, Railway & Light of Jackson, common.......... See 17 17 
Comm. Power, Railway & Light of Jackson, preferred........ are 6 39 40 
Federal Light & Traction of New York, common............3...  «- 7 8 
Federal Light & Traction of New York, preferred............6+. ie 43 44 
Northern States Power of Chicago, CommMon...........-+++e++ees — 35 38 
Northern States Power of Chicago, preferred............+-.. x.div. 79 79 
Pacific Gas & Electric of San Francisco, common........... «se. PY 49 48 
Public Service of Northern Illinois, Chicago, common......... 7 64 65 
Public Service of Northern Illinois, Chicago, preferred........... 6 85 85 
Standard Gas & Electric of Chicago, common...............+.. tg 15 15 
Standard Gas & Electric of Chicago, preferred................. 8 36 36 
Tennessee Railway, Light & Power of Chattanooga, common.... 1% 2 
Tennessee Railway, Light & Power of Chattanooga, preferred... 6 3% ~=—-C«~*SC 
Western Power of San Francisco, COMMON..........cseeeeeeeees 21 21 
Western Union Telegraph of New York ......2.....-.seeee0- extra 89 89 
Industrials— 

Electric Storage Battery of Philadelphia, common .............. 4 120 118 
General Electric of Schenectady ............... ee CS ba oe Sake ;: se 4 


Westinghouse Electric & Mfg. of Pittsburgh, common........... 





